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It's EASy 
to WIN 


Steinmeyer 


_ three consecutive years Mrs. B. E. Cochrane, who uses Big Jo 

flour exclusively, has taken first prize for the best bread at the 
Wisconsin State Fair. This year she won 13 blue ribbons for bread, 
rolls, cookies and cakes and 21 additional awards. “It’s easy to win prizes 
with Big Jo flour,” she says. “It has such a wholesome flavor and is so 


dependable for all types of baking. 


Big Jo Flour is sold in Milwaukee by the Wm. Steinmeyer 
Co., (see 1937 window display above) exclusive distributors for 


over 50 years. More proof that it’s “Best in the World”’. 
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DAWE’S 
VITAMELK 


CONTAINS ALL SIX 


BRAN-MIDDLINGS 
FLOUR MIDDLINGS 
LINSEED MEAL 

SOY BEAN MEAL 
FEED OF ALL KINDS 


Provides Essential 
Minerals 

| ~ In Your Feeds 

= Ly, At Low Cost 


“ON THE SPOT” WAREHOUSE SERVICE 


We maintain a warehouse at 41st Street and Lincoln Avenue, 
Milwaukee, Wis. for your convenience. You can now get your feed 
supplies and specialties at one spot. 


CLOo-TRATE 
FORTIFIED 


Cop LIVER OIL 


SWIFT'S MEAT SCRAPS 
MALT SPROUTS 
BREWERS GRAINS 


| savine PELLET 


SNOW FLAKE 
OYSTER SHELLS 
“PURE REEF” 
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vestment. It will pay readers to trade 
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KEEP Your Flour and Feed Stock 
Fresh and Well Balanced at All Times 


‘}} @ Our mixed car plan makes this possible 
without delay and without a heavy invest- 
ment on your part. Our lines cover all items 
in popular demand. EXCELSIOR products 
are enthusiastically endorsed wherever used 
because of their excellence of quality. 
PETER PAN FLOUR (Family Short Patent) 
PRIZE MEDAL FLOUR (Bakers Short Patent) 
EMPIRE FLOUR (Standard Patent) 


Excelsior’s 40% Concentrate . 


Excelsior’s Egg Mash, Sr.,—also Jr...... 18% 
Excelsior’s Growing Mash. aie 18% 
Excelsior’s Starting Mash 18% 
Excelsior’s Pig Meal : 18% 


Excelsior’s 16% Dairy Feed (also 20, 24 and 32%) 
Excelsior’s Grain Balancer 


32% 
Excelsior’s All Mash Starting and Growing 18% 
Excelsior’s Turkey Growing Mash... 22% 
Excelsior’s Turkey Starting Mash............ 26% 
Excelsior’s Hog Feed............. 15% 
Excelsior’s Camel Fancy Wheat Feed 16% 


BRAN — STANDARD MIDDLINGS 
@ FLOUR MIDDLINGS--RED DOG ® 


Excelsior Milling Company 


FRANKE GRAIN CO., inc 


ESTABLISHED 1892 


BREWERS GRAINS 
MALT SPROUTS 
BRAN and MIDDS 
Feed of all Kinds 


PHONE MARQUETTE 2288 
GRAIN & STOCK EXCHANGE 


MINNEAPOLIS, MINN. MILW AUKEE WISCONSIN 
FRANK J. KOVARIK, President and Manager 
STRONG-SCOTT 
Dependability = Service 


Inset 
shows 
agitator 
cylinder 


ELIMINATE DANGER of FIRES and EXPLOSIONS 
Strong-Scott Pneumatic Attrition Mill 


Feed is elevated through piping (1) by air, and with no power required 
in addition to the grinding motors. Feeder (2) is non-choking and ad- 
justable. Removable cover (3) gives easy access to grinding plates. Feed 
reaches sack or bin (4) thoroughly aerated and cool. Heavy base (5), 
and sturdy construction throughout, mean long life. Write for price. 


Triple Action Dry Feed Mixer 


A complete unit operated by one man. Saves 25% to 50% in 
operating costs. 
drive cuts power costs. Five h.p. runs a one-ton mixer. 2—Load- 
ing spout position optional. 3—Elevator leg—either side. 4— 


1—Combination V-Belt and Planetary gear 


Handy sacking spout and gate. 


Everything Jor Every Mill, Elevator 
and Feed Plant 
The Strong-Scott Co. 


Minneapolis Minn. 

FRED H. CHASE, Representative 
WAUPUN, WIS. 


Box 24 


ATROWA WRITE FOR OUR 
MINNEAPOLIS GENERAL 
Great Falls Mont. CATALOG ON 
=< FEED MILL 
Telephone 152-J EQUIPMENT 
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: Now Doing 4 Times the Business 
Doubled His Last Year's Business 

By Selling His Own Brand of Feeds 
Made The HUBBARD SUNSHINE Way 


Man a feed dealer would be glad to have the kind of 
an increase in business reported by the Farmers Elevator 
of Brewster, Minnesota. Almost every dealer making his 
feeds The HUBBARD SUNSHINE Way does have this kind 


of success. 


The first reason for this is the unfailing quality of feeds 
made by the Hubbard formula with HUBBARD’S SUN- 
SHINE CONCENTRATE as the basic ingredient. 


But that is only the start!) Hubbard follows through with 
a complete plan to insure your success and theirs: Formulas, 
Advertising, Selling Help:—nothing is left undone to insure 
your success. That is why Albert Severson of Brewster can 
truthfully write like this: 


“In the three years I have made my feeds The HUBBARD SUN- 
SHINE Way I have seen my feed business grow to four times 
its size when I tried to sell feeds another way. Our business 
is still growing: even this year we will double our last year’s 
business. The reasons for this are plain to me. I mix home 
grown grains with HUBBARD’S SUNSHINE CONCENTRATE. 
That gives me a quality feed and my customers are buying 
more of it all the time. I can meet prices of competition and 
make a nice profit—but I feel sorry for the dealer who tries 
to meet today’s prices any other way. 

“Your Hubbard man gives me all the help I need, your ad- 
vertising furnished to me and done for me helps too. I am 
sorry I didn’t start mixing feeds The HUBBARD SUNSHINE 


Way even sooner.” 


Very truly yours, Albert Severson, Mgr. 
FARMERS ELEVATOR, Brewster, Minn. 


THE HUBBARD SUNSHINE PLAN HUBBARD'S SUNSHINE CONCENTRATE 


We have nothing to offer the feed dealer who is satisfied 
with his present volume and profit. We do have a real 
proposition for the dealer who would like to improve his 
business. 


Just your name and address on this ad will bring you 


our proposition without any obligation to accept it unless 
you want to. 


The’ basic ingredient 


MOTHER HUBBARD FLOURS | 
MOTHER HUBBARD CEREALS | 
HUBBARD’S SUNSHINE. 
CONCENTRATES and MASHES | Address Dept. F-107 for full 
HUBBARD SUNSHINE DOG | "formation on a franchise 


farm grains, supplies 


grains and feeds. 


fi territ 
FOOD..... Products of 
FOUNDED 1878. Dept. F-107 MANKATO, MINN. 


Eastern Plant—410 llth St., Ambridge, Pa. 


feeds made The HUBBARD 
SUNSHINE Way. 19 scien- 
tifically blended meals, salts 
and minerals not found in 


vitamins and proteins need- 
ed to balance home grown 
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Eastern Federation Enjoys Outing 
Many Problems Discussed 


® Carpenter Presents National Feed Week Plan 


at the Eastern Federation’s outing 

at Shawnee-on-Delaware, Pa., on 
September 20-21. It was that everybody 
seemed to have a good time. Really, the 
feed men and their ladies were so active 
in having a good time that they took out 
few hours for sleep. And the weather for 
outdoor sports could not have been bet- 
ter. 

The forenoon of the first day was taken 
up in organizing for the program of activ- 
ities. Richard C. Lansing of the commit- 
tee moved rapidly from group to group 
to ascertain which sport was preferred by 
each. And Mrs. Fred Hile with the able 
assistance of her friends of Stroudsburg 
arranged bridge and motor trips for the 
ladies. 


Or thing was especially noticeable 


“Carp” Is Spark Plug 

After Monday’s luncheon Austin W. 
Carpenter, also of the committee, intro- 
duced the first speaker. “Carp” as every- 
body affectionately calls him, was the 
spark plug of the serious part of the pro- 
gram. Any feed man that missed what 
his list of speakers had to say is poorer 
by a greater amount than what it would 
have cost him to attend the outing. 

The first talk was by Robert N. Wal- 
lace, sales manager, Syracuse Rendering 
Co. Evidently Mr. Wallace, in keeping 
abreast with the progress of business, has 
developed a philosophy of merchandising 
that takes into account the basic reason- 
ings of the customer and also the factors 
that modern business brings to bear on 
the buyer when he makes his decisions 
while he ranges the market. 

“Nowadays,” he said, “the product is 
not so important in business as the meth- 
od of merchandising the product. In the 
old days man’s individual skill made an 
article desired above others less skillfully 
made. Or the article came from afar and 
was important for that reason. Today 
standardized methods of manufacturing 
and advances in transportation have lev- 
eled the quality and availability of goods 
so that the merchandising of them is more 
important to the business man. 
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“The farmer has a range of market for 
what he needs to buy greater than ever 
befoge and a wider comparison before he 
buys. 

Keep Your Store Orderly 

“And the potentialities of the display 
of goods before the farmer’s eyes is great- 
er than ever before. Orderliness is part 
of display. Compare the old grocery store 
with the modern standardized chain groc- 
ery. The marble pillars of the banking 
house are symbols of dependability and 
orderliness backs up dependability. The 
image of dependability of an article in the 
buyer’s mind is stronger than the words 
describing it. Knowing this, the feed deal- 
er should make his office and mill orderly. 
Orderliness indicates the dependability of 
his feeds. 

“Because of the rapid changes in meth- 
ods, merchandising looks up to science. 
Large business organizations employ 
scientists for research and specialists in 
law and in business. The coordinated ef- 
forts of these men join to make one plan 
of merchandising standardized for unde- 
viating use throughout its branches. Then, 
too, there is the prophetic angie to mer- 
chandising. In five years from now, says 
Babcock, much of the machinery of today 
will be obsolete. To keep up with the 
times, business must have prophetic vis- 
ion, and today merchandising is prophetic. 

Group Action Needed 

“The individual feed merchant who 
manages his own business must be an ad- 
vertising man, a salesman, a credit man, 
a scientist, a lawyer all in one if his mer- 
chandising is to equal that of large or- 
ganizations, which obviously is impos- 
sible. 

“The only way for the individual feed 
man to obtain services similar to those 
employed by large organizations is by 
group action with his fellows. By joining 
with others the feed dealer may have 
many services performed for him by a 
central organization. Otherwise the single 
business man going it alone travels down 
the road to nowhere.” 

The assembled feed men did not rush 


from the dining room when Mr. Wallace 
had finished, although the outdoors was 
beautiful that day. What Mr. Wallace 
had said made them think. But in due 
time the golfers and horse shoe pitchers 
were in the field. An elaborate display of 
prizes in the lobby of the inn acted as a 
spur to the contestants. 

The offering of these prizes was made 
possible by the courtesy of several com- 
panies that serve the feed trade. They 
were the Warner Co., Bellefonte, Pa.; 
New England By-Products Corp., Law- 
rence, Mass.; Cane Products Corp., New 
York, N. Y.; Atkins & Durbrow, Inc., 
New York, N. Y.; The J. E. Fricke Co., 
Philadelphia, Pa.; Center Milk Products 
Co., Middlebury Center, Pa.; Anglo 
American Mills Sales Co., Owensboro, 
Ky.; Oyster Shell Products Corp., New 
Rochelle, N. Y.; Eastern Rock Products, 
Inc., Utica, N. Y.; Munson Mill Machinery 
Co., Inc., Utica, N. Y.; Standard Brands, 
Inc., New York, N. Y.; Colonial Salt Co., 
Akron, Ohio; Virginia-Carolina Chemical 
Co., Carteret, N. J.; Chase Bag Co., New 
York, N. Y.; Amalgamated Trading, Ltd., 
New York, N. Y., and G. W. Shuman, 
Erie railroad, Scranton, Pa. 

Horseshoe pitching was popular. Sev- 
eral entrants in the tournament who 
claimed that they had not pitched for 
years did surprisingty well. The finalists 
were D. G. Rentschiler, Philadelphia, Pa.; 
and John O. Wagner, Farmingdale, Long 
Island. Mr. Rentschiler took the prize. 

Water Hole Well Filled 

Congenial foursomes of golfers went 
round the beautiful course. The poor fish 
in the Delaware at the water hole had a 
hectic evening when the golfers of less 
expertness came back to the sixteenth 
hole. Prize winners were Kenneth M. 
Walters, New York, N. Y.; E. M. Hof- 
fecker, Lancaster, Pa., and C. O. Jugel, 
Philadelphia, Pa. 

Miss True, Springville, N. Y., and S. M. 
Go'den, the Amburgo Corp., Jamestown, 
N. Y., put on the only tennis match. The 
committee planned to offer a box of 
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cigars as a prize for this contest but upon 
learning that Miss True was leading, they 
hastily substituted a box of chocolates. 
Then Mr. Golden won after all. Only one 
guess is necessary to tell who eventually 
got the candy. 

After dinner Albert J. Thompson, pres- 
ident of the federation, announced that 
since the outing was in Pennsylvania and 
that the other speakers were from New 
York and New Jersey, it would be fitting 
to listen to a speaker from Pennsylvania. 
He then introduced Professor Leroy J. 


Koehler, president, Stroudsburg State 
Teachers college. The listeners soon 


learned that Professor Koehler had made 
a thorough study of his very timely sub- 
ject, “The Constitution of the United 
States.” He passed rapidly over the fram- 


TARE ADVAN 
PROFIT POSS 


ing of the great document and dispelled 
several popular misconceptions as to its 
adoption by the 55 delegates to the con- 
stitutional convention of 1787 and to its 
ratification by the 13 original states. 
“Today,” he said, “the economic royal- 
ists, capitalists and industrialists who are 
in the minority are insisting on their con- 
stitutional rights. This minority should 
adopt a yielding attitude; otherwise they 
may lose many of their rights, and all 
of us will be in danger of losing some of 
our present liberties. From our history 
we can learn of the insistence of a minor- 
ity on its constitutional rights who lost all. 
This minority was formed by the slave 
holders of the South. There were twenty 
thousand owners of slaves prior to the 
war between the states who with their 
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families made a minority of about one 
hundred thousand persons in the nine mil- 
ion population of the southern states and 
the tweive million of the North. War be- 
tween unequal forces resulted. In such a 
crisis the pendulum swings too far and the 
majority imposes greater injury on a 
minority than it otherwise would if oppo- 
sition had been less determined.” 
National Feed Week Plans 

Austin W. Carpenter was the other 
speaker of the evening. Mr. Carpenter had 
been commissioned by David K. Steen- 
bergh, Milwaukee, Wis., the originator of 
National Feed Week, to boost the ob- 
servance of the importance ot the feed 
industry during October 11-10. Mr. Car- 
penter as a booster came up to tormula. 
This was the first time, he said, that the 
industry as a whole cooperated in a na- 
tion-wide observance to emphasize its 
service to agriculture. 

“Other industries have a week to ob- 
serve their importance,’ he said, “why 
not the feed industry? You should obtain 
the advertising material distributed by 
National Feed Week headquarters, dis- 
play it in every feed store and tollow 
the instructions of the Feed Week man- 
agement.” That will be good for the in- 
dividual business and good for the indus- 
try as a whole. You should also urge and 
instruct employees to participate im the 
observance. 

Mr. Carpenter went on to describe by 
illustration the present unrest of employ- 
ees in this country. Next he quoted statis- 
tics to show the great purchasing power 
of the American workman as compared 
with that of the workman of other coun- 
tries. 

“In the United States,” he said, “our 
wages as measured by dollars will pur- 
chase an automobile at a lower price than 
in any other country, but the American 
laborer, favored as he is, is dissatisfied. 
Employers should seek an opportunity to 
dispel this dissatisfaction.” 

Round Table Meeting 

On Tuesday morning the retailers’ 
round table meeting was slow in getting 
started but attendance was good. S. M. 
Golden took the floor to deliver a mes- 
sage from James H. Gray, chairman of 
the membership committee. Mr. Golden 
said that Jim Gray was enthusiastic about 
increasing the membership of the federa- 
tion; then he proceeded successfully to 
communicate that enthusiasm to the as- 
semb‘’ed feed men. Off to a good start 
Mr. Golden went on to deliver a real pep 
talk. His text he quoted from a recent 
address by John J. Dillon, editor of the 
Rural New-Yorker. It was, “If thou 
failest, none other can render the service 
due from thee.” Mr. Golden made it quite 
plain that he thought independent feed 
dealers had a service to render to their 
trade by joining the federation, and that 
none other could render this service for 
them. “The feed dealer,” he said, “is 
the last frontier of individual enter- 
prise. Who is going to hold this frontier 
against the invasion of the impractiac! 
idealists who wish to change our system 
of distribution, if the feed dealer does not 
do so himself? A chain is as strong as its 
weakest link, and feed men to hold the 

(Continued on Page Forty-three) 
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mer and 
2 (© seen. And recom d Avi-Tone to every Cus- 
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Thiensville 


Central Association Makes Awards 


To Ten 4-H Club Youths 


N observance of National Feed Week, 

October 11 to 16, inclusive, several 

members of the Central Retail Feed 
association are planning special farm 
meetings for the presentation of awards 
to 4-H club boys and girls who have been 
selected by the organization as outstand- 
ing in various projects. Ten farm youths, 
two for each month, have been granted 
this honor since the Central association 
put the plan into effect last April. They 
will receive a certificate of award from 
the association and a gold pin. 

Boys and girls chosen to date for the 
various 4-H projects in which they ex- 
celled are as follows: 

April —- Reuben Hahn, Reeseville, Wis., 
grain raising project, award to be made 
by F. C. Verges, Reeseville Elevator Co.. 
Reeseville, Wis., and Edwin Kamin, Mar- 
inette, Wis., potato project. 

May — Helen McDonald, Fond du Lac, 
Wis., gardening, project award to be made 
by David J. Boulay, Boulay Bros., Fond 
du Lac, Wis., and Frederick Keil, Beaver 
Dam, Wis., corn project, award to be 
made by L. J. Hartzheim, Hartzheim Fuel 
& Feed Co., Beaver Dam, Wis. 

June — Lucile Cooper, Whitewater, 
Wis., canning project, and Melvin Raeder, 
Glenbeulah, Wis., forestry project, award 
to be made by Herman Froehlich, Glen- 
beulah, Wis. 
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July — Anita Knuth, Thiensville, Wis., 
baking project, award to be made by E. 
H. Thompson, Cedarburg Supply Co., 
Cedarburg, Wis., and Peter Lewis Swartz, 
Waukesha, Wis., sheep project, award to 
be made by John Davies, Jr., J. L. Davies 
& Sons, Waukesha, Wis. 

August — Theodore J. Griswold, Liv- 
ingston, Wis., baby beef project, award 
to be made by F. E. Parker, Fennimore 
Farmers Warehouse Co., Fennimore, Wis., 
and Edward Wehausen, R. 1, Manitowoc, 
Wis., colt project, award to be made by 
Elmer DeBroux, Valders Elevator Co., 
Valders, Wis. 

The selections to date have been made 
from a large number of boys and girls 
cited for state honors by T. L. Bewick, 
Madison, Wis., state 4-H club leader, and 
his staff associates. Each of those eligible 
for the award were requested to submit 
a letter telling what they had accomplished 
and what 4-H club work has done for 
them. These letters were considered by 
the judges in making the final selections. 

All awards are to be presented to the 
winners by members of the Central Retail 
Feed association whose names were men- 
tioned by the 4-H club boys and girls 
as their local feed dealers. Some of these 
dealers have already completed plans for 
presenting the Central association certifi- 
cate and the gold pin while others were 


making arrangements for this purpose as 
The Feed Bag went to press. 

John Davies, Jr., J. L. Davies & Sons, 
Waukesha, Wis. will make his presenta- 
tion of the Central association certificate 
and gold pin to Peter Lewis Swartz at the 
annual County 4-H Roundup which is to 
be held in the Waukesha pavilion, Satur- 
day, October 16. In previous years more 
than 1,000 farmers and their sons and 
daughters attended this event and a record 
crowd is expected again this year. Mr. 
Davies, through his county agent, ar- 
ranged to make the presentation at this 
particular time and by coincidence the 
4-H Roundup date falls exactly on the 
last day of National Feed Week. 

F. C. Yerges, Reeseville Elevator Co., 
Reeseville, Wis., has completed plans for 
a special farm meeting to be held at the 
Opera hall, Reeseville, Tuesday evening, 
October 12. Everybody will be treated 
to free educational and comedy movies 
and door prizes will be distributed. J. E. 
Stallard, Juneau, Wis., Dodge county 
agent, will give a talk of interest to young 
and old farm folks and will be followed 
by another speaker who will discuss agri- 
cultural problems. Mr. Yerges will then 
present Edwin Kamin, the 4-H club cham- 
pion for potato raising, with his Central 
Retail Feed association certificate and 


(Continued on Page Twenty-four) 
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You can depend 


..as you depend upon your WATCH 


OOD watches regulate our 

lives—we rely upon them to 

save time and money, to 
eliminate worry, confusion, and 
inefficiency. 

You will find that same depend- 
ability in NOPCO XX. To satisfy 
your custemers and to embody the 
best feeding insurance, your mash- 
es need Vitamins A and D. But 
these vitamins are elusive. You 
can’t even see them! How are you 
going to be sure that the oil you 
buy carries the benefits you expect 
and guarantee to your customers? 

Thousands of feed mixers have 
asked themselves this question— 


and have found the answer 
in the use of NOPCO XX. 
Nopco XX is almost as 
precise and as dependable as 
a good watch. You can count 
on every gram to contain 
3000 U.S.P. units of Vitamin 
A and 400 U.S.P. (and 400 
A.O.A.C. Chick) units of 
Vitamin D. That guarantee, on 
every drum, was placed there after 
the most exhaustive tests known to 
science. When you use NOPCO XX, 
just as when you carry a good 
watch, you know where you are. 
You do not have to pay a 
premium for NOPCO advantages. 


Like most good things, Nopco XX 
is economical. Measure the cost 
of fully protecting your mashes 
the NOPCO way against the cost of 
straight oil, and see for yourself. 

Be safe, without extra cost. Get 
in touch with the NOPCO man and 
say good-bye to another worry. 


NATIONAL OIL PRODUCTS CoO., INC., HARRISON, N. J. 


CHICAGO, ILL. 
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Editorial Comment 


GREENER PASTURES No matter how successful a man may be in his own 


BEYOND THE FENCE line of business, he is often tempted and frequently 
does engage in additional activities because the pas- 
ture always looks greener on the other side of the fence. 


There are feed dealers, for example, who are going along splendidly operating 
a strictly retail business but who decide that they can double their income by 
adding a large scale wholesale department. Naturally, the developing of such 
a new venture requires time that must be sacrificed from that which would 
ordinarily be devoted to the established retail trade. Consequently, the assured 
revenue suffers in the search for greener pastures, and if the wholesale de- 
partment does not meet with success and is abandoned, it takes many years 
before the old retail volume can be rebuilt to its former level. 


By discouraging dealers from entertaining the idea of expanding into the 
wholesale business, we do not mean to imply that some wholesale business 
should not be done. There may be grocery stores, for instance, which can be 
conveniently served on a wholesale basis with flour and some other commodi- 
ties. In such a case, however, the wise thing to do is to confine activities to the 
immediate trading area, so that too much time in covering a wide territory is not 
involved at a sacrifice to the retail business. 


This is the age of specialization and there are convincing examples of success 
attained by those who have confined themselves strictly to one line and who are 
putting all of their attention and effort behind it. One feed dealer came into 
a town and decided that he would concentrate only on poultry feeds and let other 
departments take care of themselves. As a result of this specialization his gross 
sales for the first year in business exceeded those of many long-established 
dealers. There are actual cases, too, of top-notch retailers who were going along 
doing a nice business until they decided to branch out into wholesale on a large 
scale. Now they find that their retail trade has suffered irreparably and that the 
volume done in the wholesale department must be conducted on such a narrow 
margin that it cannot replace the retail business lost. 


If you are tempted to greener pastures, why not first prove to yourself what 
can be done in the way of increasing your present business? If you have time 
to devote to outside ventures, you certainly have more time to devote to the 
business with which you are already familiar. 


Don’t compromise. Either be a first class retail feed dealer or a first class 
wholesaler and spend your valuable time on the one that produces the best in 
returns for your efforts and for every dollar invested. 


EMIL J. BLACKY 
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lowa Dealers Adopt Honor Roll Plan 


Reelect Sprague as President 


@ Committee Appointed to Curb Direct Selling 


STABLISHMENT of an Honor Roll 
EK system to discourage direct sales by 

manufacturers and jobbers to farm- 
ers and truckers was approved at the an- 
nual convention of the Independent Feed 
Dealers of Iowa which was held at the 
Savery hotel, Des Moines, September 13 
and 14. 

L. R. McKee, McKee Feed & Grain 
Co., Muscatine, Ia.; J. A. Olson, Daven- 
port Elevator Co., Davenport, la.; Carl 
Orsinger, Waterloo Mills, Waterloo, Ia.; 
Bert Sargent, Sargent & Co., Des Moines, 
Ia.; and Ralph Sprague, Sprague’s feed 
store, Oelwein, Ia. were appointed as a 
committee to formulate a plan to put 
into effect. 

Details of the Honor Roll system were 
explained by David K. Steenbergh, man- 
aging editor of The Feed Bag. The Cen- 
tral Retail Feed association of which Mr. 
Steenbergh is secretary has had such a 
plan operating for several years and the 
Iowa program is expected to be patterned 
after it. Mr. Steenbergh, in another talk 
at the convention, also presented details 
on how lowa dealers could benefit by the 
celebration of National Feed Week, Octo- 
ber 11 to 16. 

Ray B. Bowden, executive vice presi- 
dent of the Grain & Feed Dealers Na- 
tional association, in addressing the gath- 
ering, maintained that most of the dealers’ 
problems arise not from local difficulties 
but from legislation passed at Washington 
and the various state capitals. He recom- 
mended strong local and ‘national organ- 
izations as a means of combating this 
problem. 

Tom G. Dyer, Sargent & Co., Des 
Moines, Ia., provided the dealers with 
many sure-fire selling ideas in his address 
entitled “The Early Bird Catches the 
Worm.” 

Another merchandising talk was given 
by Don Ross of the staff of “Successful 
Farming.” He recommended that dealers 
sell their customers on the idea of adding 
supplements to their home grown grains 
for more profitable returns. 

Other speakers were: J. Earl Galloway, 
dean of the Des Moines college of phar- 
macy, who explained the part that bio- 
chemistry has played in the feed business; 
J. H. Scott, San Francisco, Cal., who dis- 
cussed the methods used in the prepara- 
tion of fish meals, and L. G. Allbaugh, 
department of agricultural economics, 
Ames, Ia., who analyzed the crop situ- 
ation. 

All of the present officers of the asso- 
ciation were reelected for another term 
at the close of the convention. They are 
Ralph Sprague, Sprague’s feed store, Oel- 
wein, Ia., president; L. R. McKee, Mc- 
Kee Feed & Grain Co., Muscatine, vice 
president; and George Schaaf, Schaaf’s 
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Feed Bag. 


National Dealers in Session 


S THIS issue of The Feed Bag is going through the mails the Grain & 
Feed Dealers National association convention is in session at Dallas, Tex. 

The attendance figures are expected to exceed by far those of any previous 
years and Dallas feed and grain men have spared nothing to show the visiting 
delegates a real brand of southern hospitality. David K. Steenbergh, managing 
editor of The Feed Bag, is in attendance at the sessions and a full report of 
the highlights of the meetings will be published in the November issue. Im- 
mediately following the national convention members of the Southern Mixed 
Feed Manufacturers association will hold their annual meeting in Dallas. 
Details of their program will be found on page 39 of this issue of The 


feed store, Des Moines, Ia., secretary. 
Directors who will serve the organiza- 
tion during the coming year are Mr. 


~ Sprague, Mr. McKee and Mr. Schaaf; 


J. A. Olson, Davenport Elevator Co., 
Davenport, Ia.; Lloyd Darling, Farmers 


Cooperative Co., Cleghorn, Ia.; Roy 
Scofield, Council Bluffs, Ia.; L. G. Balen- 
seifer, Balenseifer Feed & Seed Co., 
Waterloo, Ia.; John Hinck, Hogan & 
Hinck, Corning, Ia., and J. H. Wake, 
Wake feed mill, Oskaloosa, Ia. 


Howard Schamel Chosen Head 
Of Mutual Millers 


OWARD SCHAMEL, East Con- 
cord, N. Y. was elected president 
of the Mutual Millers & Feed Deal- 

ers association at the annual convention 
which was held at Jamestown, N. Y., 
September 9 and 10. J. W. Johnson, 
Albion, Pa., was chosen vice president 
and Lewis Abbott, Hamburg, N. Y., was 
retained as secretary and treasurer. 

The association gave its official en- 
dorsement to National Feed Week, Octo- 
ber 11 to 16, and voted to cooperate with 
other organizations in its observance. 

Ray B. Bowden, executive vice presi- 
dent of the Grain & Feed Dealers Na- 
tional association, one of the principal 
speakers, warned the dealers that “all the 
legislation that has hit the feed industry 
during the last 20 years will not be a 
drop in the bucket compared with that 
which will face it when the new congress 
assembles and begins its work.” 

Lionel True, Springville, N. Y., retiring 
president of the Mutual Millers associa- 
tion, in his annual address outlined means 
for meeting present day competition in 
business. 

“The feed dealer,’ he said, “should 
make himself so indispensable to his cus- 
tomers that they will not only feel under 
an obligation to trade with him but will 
feel that they cannot do without him. 

“T think it is better for the feed dealer 


to accept the added cost of making de- 
liveries to customers than by making no 
delivesies. We should even try to induce 
our customers to let us deliver our goods 
to them. The closer we come in contact 
with them the better it will be for our 
business.” 

Among the topics discussed at open 
forum sessions at the meeting were truck 
regulation, custom grinding charges and 
car door competition. Entertainment fea- 
tures included the annual banquet, a golf 
tournament and a boat ride which was 
arranged through the courtesy of James- 
town firms. The association voted to hold 
its annual convention at Jamestown again 
next year. 


@ WEST GALWAY grist mill, West Gal- 


way, N. Y., was destroyed by fire Septem- 
ber 13. 


as 


MINNESOTA 


N. F. Clark, W. A. Jackson and Howard 
Myhre have purchased the Jackson Co., 
dealers in flour and feeds in Detroit Lakes. 

Tri-State Flour & Feed Co., Inc., Sioux 
Falls, has leased a building in Adrian 
to be used as a branch. 

Farmers Co-operative Elevator Co., 
Lake Park, will soon open a feed mill. 

Harry Knapp has purchased the Perkin- 
son seed and feed store, Sauk Center. 
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SARGENT 

MINRAL 

MEAT 


SHORT CUT 


You make FOUR TIMES the profit of tankage. 
You sell five times the volume you would on mineral. 


You give the farmer EVERYTHING he needs to balance his corn ration. 


You can add $500 to $1,000 extra profit this winter selling Sargent Minral 
Meat Meal on this new, timely, high-profit proposition. Minral Meat Meal 
is the biggest selling mineral feed in the midwest today. And this fall’s sales 
are hitting still higher peaks. Huebner Bros. & Voss sold 1,620 bags during 
last two months; F. J. Peterson, Inc., 5,462 bags in six months, Goodrich & 
Searcy, 3,700 bags. Thousands of dealers report double and triple the profits, 
after taking on Minral Meat Meal. 


Get on the BAND WAGON NOW! Investigate this bumper money-making, 
corn-balancer, tankage and mineral feed that comes complete in one bag— 
selling at half the cost of mineral, and about the same as tankage, yet giving 
you four times the profit. 


|| sargent 
Mineral 


YWs=>>_—- WRITE ~ TODAY! Tear out this ad and send for 
full details showing how you can take advantage 
of this BUMPER PROFIT Minral Meat Meal deal. 


SARGENT & Cco., Des Moines, la. 


Nearly’a Half Century of Quality Feeds 
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Shetland Pony Develops $20,000 


Sales for lowa Couple 
© Feed Store Started Year Ago Booming Ahead 


IVES there a boy with soul so dead 
who never to himself hath said— 
“T want a shetland pony.” 

So reasoned Allen Poage and his young 
wife, Virginia, who operate a successful 
feed business at Wapello, Ia. On June 20 
of this year they announced in their local 
newspapers that a shetland pony would 
be awarded to some boy or girl in the 
community on the opening day of school 
and the parents and the youngsters were 
urged to come to the store to obtain full 
particulars. 

Scarcely had the ink dried on the news- 
paper pages when customers began to be- 
siege the office. And did business boom! 
Yes, sir, when all was said and done Mr. 
Poage and his wife added up $20,000 
worth of sales directly attributed to their 
shetland pony idea. 

Free Movie for Kiddies 

The awarding of the pony was done in 
grand style. On September 15 Mr. and 
Mrs. Poage took over the local theater 
and gave a free movie for all of the chil- 
dren. More than 800 attended and after 
they had observed a thrilling cowboy 
picture they were treated to ice cream and 
candy. 

The pony was presented to the winner 
in the evening and it was safely estimated 
that 1500 persons attended the event. 
Every available space in Wapello was 
filled with automobiles. A hay truck was 
used for a platform and radio stars fur- 
nished through the courtesy of the manu- 
facturer of the feeds which the Poage’s 
handled entertained the crowd over a loud 
speaking system. In addition to the pony, 
prizes awarded included three bags of 
salt, a poultry feeder, a sack of flour, a 
sack of hog feed and 100 pounds of lay- 
ing mash. 

Orphan Receives Pony 

The little lad who received the pony 
was an orphan who made his home on the 
farm of a relative on the outskirts of 
Wapello. The boy had been ailing for 
several summers and a great number of 
farmers of the community, even though 
they had children of their own, voted 
for him in the contest. Everybody was 
happy to know that the pony went to one 
who really needed it and who would enjoy 
it so much. 

Mr. and Mrs. Poage opened their feed 
business in Wapello just a year ago and 
in that short period have made a phe- 
nomenal showing. They had their first ac- 
quaintance with the feed business while 
operating a chain hatchery at Lone Tree, 
Ia. As a means of increasing their income 
Mrs. Poage spent more and more time in 
the hatchery while Mr. Poage took to the 
road with his pick-up truck, doing resale 
work on the line of feed handled. In a few 
months, by reason of his constant effort. 
the feed business at the hatchery had 


developed to a point where it was the 
major interest. 

Realizing the real possibilities for the 
sale of feed they started looking around 
for a suitable location, and when suffi- 
cient capital had been accumulated they 
moved into Wapello. A strong farmers’ 
cooperative in that town had controlled 


MR. AND MRS. ALLEN POAGE 


the feed business for many years—con- 
trolled it to such an extent that there had 
been no local competition, and manufac- 
turers operating through that area had 
come to believe that there was no op- 
portunity to break in on the business, 
except through this one organization. A 
great many had even reported that Wa- 
pello was the toughest town in the terri- 
tory for a line of feeds outside of that 
one handled by the farmers’ cooperative. 

In spite of these discouraging factors, 
the Poages moved in. They started from 
the ground floor without acquaintances and 
without a home. They constructed a mod- 
ern feed store with living quarters above 
it. And the feed store is as light and 
cheerful as the apartment above. 

Buy Farm Produce 

A connection was established for the 
buying of cream, poultry and eggs. A good 
set of scales was installed and the word 
went out around to the farmers that 
they could bring in their grain and the 
scales were available for uses as desired. 
Parking space was provided and a ladies’ 
rest room was built in on the main floor 
of the store. Word also went out that the 
wives were as welcome in this feed store 
as their husbands and were made equally 
comfortable. 

The customer list, too, was built from 


the ground up. While Mrs. Poage oper- 
ated the feed store the first few months, 
Mr. Poage spent his time traveling the 
highways and byways and making the per- 
sonal acquaintance of every man within 
his trading area. His was not a selling 
campaign those first few weeks other than 
that he was selling his organization, telling 
the farmers who he was, what he had and 
what he hoped to do and inviting them 
to come in and get acquainted. He made no 
mention of prices except upon the farmer’s 
inquiry and purposely left his order book 
at home, making the trade come to him 
at his place of business. The customers 
were informed, however, that deliveries to 
their farms would be arranged if desired 
and Mr. Poage himself made the deliv- 
eries and renewed the earlier acquaint- 
anceships. 
Kiddies Best Advertising 

“My wife and I with the help of one 
man handle the business,” Mr. Poage said. 
“We buy poultry, eggs and cream and sell 
a well known line of commercial feeds. 
We resort to all classes of advertising. 
One of our latest stunts was the awarding 
of the shetland pony. Another was the 
awarding of a set of dishes to the farm 
lady who could guess closest to the num- 
ber of feathers in a jar on display in our 
store. 

“We also use postal cards as another 
means of advertising, sending out to the 
farmers of this community about 500 
cards each month with some message 
printed on them. 

“T find the kiddies the greatest of all 
advertising. We have treated about 700 
of them with free ice cream, invited them 
to a movie and from time to time give 
them caps with our name printed on them. 


Advertising Pays Well 

“T am a great believer in P. T. Bar- 
num’s theory that a dollar spent for ad- 
vertising will bring back ten in return, 
for I have made money every month since 
I opened my store, except the first, and 
that is more than some feed men can say 
who already have their business estab- 
lished.” 

Mr. and Mrs. Poage will be remem- 
bered by those who attended the annual 
convention of the Independent Feed Deal- 
ers of Iowa at Des Moines last month, 
for it was Mrs. Poage who entertained at 
the banquet with her Kate Smith and 
Sophie Tucker imitations. 


e HERMAN FROELICH, feed dealer at 
Glenbeulah, Wis., who has been spending 
most of his summer on his newly acquired 
farm near Wausaukee, Wis., has returned 
to his office. He says that farming gives 
him a chance to get rested up for the 
real hard work in his feed business during 
the winter. 
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ANGLO AMERICAN MILL CORPORATION 


Incorporated 


Announces New All-Steel Welded Construction 


ANGLO MARVEL HAMMER MILL 


Three Sizes, 10, 20, 
and 30 Belt Driven by 
any kind of power 


territory. 


Hay & Roughage 
Fed Direct to Mill 


Here is a closeup of Anglo Marvel’s 
Traveling Conveyor Type Feed 
Table. Observe the deep flared 
sides, extra width and length, 
ample for handling Hay, 

Roughage, Cornstalks, 
any material. It is 
not necessary to 
have a separate cut- 
ter in front of this 
mill. One man can 
easily attend to the 
feeding and the 
sacking. More econ- 
omy! 


Timken Heavy Duty Auto- 
motive Type Double Row 
Bearings. Lubrication by Ale- 
mite-Zerk Fittings. 


1. LARGE SCREEN AREA 
2. AUTOMATIC FEED 


Exhaustive Tests Have Proved Anglo Marvel Hammer Mill 
to Have Unexcelled Capacity Per Horsepower 


At a NEW LOW PRICE 


A price that puts this unbeatable mill within the reach of EVERY 
FEED MILLER. It means BIGGER PROFITS even in limited trade 


This Mill Contains the 
4 Essentials 
of the Perfect 
Hammer Mill 


3. LOW POWER 
4. DURABILITY 


Removable Tip 
Hammers 


Illustration below shows cylinder assembly 
and heavy Swinging Type Hammers. The Anglo 
Marvel’s hammers are high carbon alloy steel, 
forged and heat treated. Each hammer has 
two reversible saw-tooth tips. The tips are 
removable for re- 
placement. It is not 
necessary to take 
out entire hammer. 
Another saving! 
Hammer costs are 
thus reduced about 
two thirds the or-/ 
dinary. 


Furnished com- 
plete with Col- 
lector, Piping and 
Double Bagger. 


Write for fully illustrated descrip- 
tive circular and prices. 


We Also Make Texas Office— 
oe eee Molasses O. T. Vinsonhaler, Representative 


The New Mocul Box 456, Amarillo, Texas 
Hammer Mill. 

The Anglo Vertical 
Batch Mixer 

Hay and Roughage 


West Coast Representative— 


Engineering 


Commercial Machinery Co., Service 
151 Bay Shore Blvd., San Francisco, Cal. 


If you have any pro- 
duction problems in 


ANGLO- AMERICAN MILL CORP. 


The Vita Cereal Mill 


The MacLellan Batch Incorporated 
Mixer 
The Mi Flour Mills, Feed Mills and All 

Flour Types of Milling Equipment 
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culties—and without 
charge. We sell our 
units on easy terms! 


2125 Kennady Avenue 
OWENSBORO, KENTUCKY 
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or mysterious—this business of build- 


ing a good laying mash. The value of 
certain ingredients—notably dry skim milk—is an open secret. Its impor- 
tance is indisputable. 


Let’s look at the facts as demonstrated by recent tests under controlled 
conditions: 


Total Eggs per Percentage 
Basal Ration Plus Pullet, 11 Months Production 


45% 
Meat and Bone Meal 37% 
Combination (Meat and Milk)... 139 42% 


Here are two significant and convincing points: Milk added to the ration 
definitely increases the egg yield. Moreover, milk as the sole animal pro- 


tein ingredient, gives even better results than when added only as a 
supplement. 


It pays to use milk in your laying mashes. It means more eggs—more 
profits—feed customers that are better satisfied. There is no substitute for 
dry skim milk results in building a good laying mash. 


American Dry Milk Institute, Ine. 


Desk 786. 221 N. La Salle Street 
Chicago, Ill. 


THE FEED BAG — October, 1937 


‘ 
J 


National Feed Week Goes on Air 
Over Radio Station WLS 


® Farmers Urged to Visit Their Local Dealers 


ATURE, in the raw, could not sus- 
tain the many millions of chickens 
and other poultry, cows, hogs, sheep 

and other cattle which are now on our 
farms and which are so necessary for the 
health and happiness of the people of this 
civilized world. 

There was a time when birds and an- 
imals ran wild throughout the country, 
eating wherever they could find food. They 
were abundantly supplied by nature and, 
to help them in their foraging operations, 
nature developed each animal so that he 
could most easily obtain his proper type 
of food — the giraffes with long necks to 
reach the tender leaves of tall trees — 
the hippopotamus with his wide mouth to 
seine the jungle rivers—the eagle with 
his strong and sharp talons with which to 
grasp and carry away his prey — the ant- 
eater with his long snout and sticky tongue 
to gather in his daily diet of insects. 

Feeding Conditions Changed 

But it is no longer possible for all the 
animals we now have and need for our 
very existence to run wild and forage for 
themselves. Thousands of acres of former 
jungles, woods and swamps are now cul- 
tivated. The common animals which we 
depend upon for food are now confined — 
the chickens housed, the hogs penned and 
the cattle barracked. These same acres 
must now therefore supply a greatly in- 
creased animal population. 

It would be impossible for these cul- 
tivated areas to sustain man and_ his 
domesticated livestock and poultry were 
it not for the scientific advancement in 
feeds and feeding which has been spon- 
sored by the feed industry. It has been 
proved that it is not the grains and plants 
themselves but what they contain that 
sustains life. In his natural habitat, for 
example, the ant-eater spent most of his 
long day grubbing for insects to satisfy 
his bodily needs. Today, in modern zoos, 
he thrives on a mixed and balanced ration 
of raw eggs, chopped meat and boiled rice. 

Better Feeds Get Results 

In a similar way we now feed all our 
farm animals. They can be sustained on 
straight grains but for profitable produc- 
tion they need a balanced ration including 
the proper proportion of proteins, minerals 
and vitamins. The farmer’s profit depends 
on the type of feed he uses. 

Twenty years ago government statistics 
gave 72 as the average number of eggs 
produced by each hen in the United States. 
In 1935, the average was 82 eggs per hen. 
The increase was due to balanced rations 
developed by the feed industry with the 
better fed flocks averaging far above this 
figure. There are thousands of flocks on 
scientific feeding schedules that produce 
175 eggs per year per hen or better. Just 
think of how much bigger the income of 
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these farmers is as compared with the 
income of farmers who have not learned 
the value of feeding a balanced ration. 

The same proof of the value of sci- 
entific feeding is available for all other 
farm animals. Dairy cows in the United 
States, for example, produced an average 
of 4,169 pounds of milk and 164 pounds 
of butter fat in 1935. In the same year, 


HOUSANDS of listeners 

heard the message of Na 
tional Feed Week when David K. 
Steenbergh, managing editor of 
The Feed Bag, gave the talk pub- 
lished herewith during the Din- 
nerbell program at noon Friday, 
October 8, over Station WLS, 
Chicago. Spot announcements 
urging farmers to visit and 
patronize their feed dealers are 
also being broadcast daily this 
week through the courtesy of 
the National Broadcasting Co. 
over more than 70 stations. 
Many feed and allied products 
manufacturers, too, are “plug- 
ging” National Feed Week dur- 
ing their own sponsored broad- 
casts. 


the cows which were properly fed on 
balanced rations, as represented by the 
herds of farmers registered in dairy im- 
provement associations, produced 7,977 
pounds of milk and 322 pounds of butter 
fat per cow. 

Why National Feed Week? 

These records, taken from reports of 
the United States department of agricul- 
ture, prove that “Better Feeding Brings 
Bigger Profits.”’ This is the slogan adopted 
for National Feed Week which will be 
celebrated throughout the nation from 
next Monday, October 11, to Saturday, 
October 16, inclusive. 

National Feed Week is a celebration in 
observance of the service which the feed 
industry renders to agriculture. This serv- 
ice comes to you through your local feed 
dealer and you are urged to visit his place 
of business this week. 

Your feed dealer is not only a local 
business man—handling and supplying 
the proper feeds when you need them — 
but he is also your friend and partner — 
a “Doctor of Feeds and Feeding.” He is 
interested in more than just selling you 
feed for he realizes that you must make 
a profit on everything you obtain from 


him if his partnership with you is to 
continue. 

As a “Doctor of Feeds and Feeding,” 
your feed dealer has equipped himself 
with the proper knowledge to diagnose and 
prescribe for livestock and _ poultry 
troubles, to cull your flocks and rid your 
herds of boarder cows, to recommend the 
type of balanced ration best suited to your 
requirements as figured on the basis that 
results determine value. 

Provides Good Market 

Your feed dealer also provides a mar- 
ket for the products you raise on your 
farm arl1 in many cases acts as your 
banker, giving you feed on credit until 
you are able to realize an income from 
the poultry and livestock which you are 
feeding. 

It will always pay you to cooperate 
closely with your feed dealer and obtain 
his advice in connection with all your 
farming and feeding problems. Call on 
him frequently and don’t fail to visit his 
place of business during National Feed 
Week. 

Remember the dates — October 11 to 
16. And don’t forget the slogan — “Better 
Feeding Brings Bigger Profits.” 


e EDWARD BARBER ASHTON, pres- 
ident and treasurer of the Saratoga Mill- 
ing & Grain Co., Saratoga, N. Y., died re- 
cently of a heart attack. He was 66 years 
old. 

e GROVER C. HUGHES’ new feed 
store, Waynesburg, Pa., held its grand 
opening recently and was visited by hun- 
dreds of customers. Prizes were awarded 
to two farmers who guessed nearest the 
exact weight of a large sack of feed. 


WISCONSIN 


Torgerson Feed Mill, lola, is now in 
its new location in that city and will 
operate under the direction of the New 
Richmond Roller Mills, New Richmond. 

Allard Thompson will open a feed store 
at Arland soon. 

Frank W. Slocum, 82, formerly in the 
flour and feed business in Kenosha died 
at his home September 26. He had resid- 
ed in Kenosha for more than 50 years. 

Ernest Gurr has purchased the Farm- 
ers’ Supply Co. feed mill, Lake Mills, 
from Alex Sinaiko & Sons, Madison. 

Fire recently caused damage estimated 
at between $15,000 and $18,000 to the 
Mayr Seed & Feed elevator, Beaver Dam. 
Origin of the fire was unknown. 

An explosion of a grist mill at the 
Anderson Bowen Feed Co., Boaz, severely 
injured Carl Anderson, Jr., recently. He 
suffered a fractured palate bone, bruises 
and laceration. 


; 
: 
4 


Prize Stallion from J. C. Penny—Gwinn Farm, Nobles- 
ville, Indiana, where Iodine is fed. 


Iodized Fox Food pro- 
duced this beautiful fur. 
Courtesy Conifer Silver 
Fur Farm, Mt. Morrison, 
Col., and Colorado Ani- 
mal Food Co., Denver. 


Five - week - old puppies 
raised on Iodized rations, 
owned by Vitan Experi- 
mental Kennels, Pine 
Bluff, Arkansas. Courtesy 
Whyte Feed Mills, Pine 
Bluff, Ark. 


A group of Iodine-fed hogs on the farm of Charles 
McCarthy, Madelia, Minnesota. 


6-yr.-old Lady Hilda Betty. Produced to May 21, 1935, 
52,345 Ibs. milk, 4.51% test 2,361 Ibs. fat. Courtesy 
Wood Ford Farm, Avon, Conn., and Near’s Food Co., 
Inc., Binghamton, N. Y. 


F YOU ARE INTERESTED in the betterment of production 
and reproduction, you will want to investigate the value of 
Iodine in feeds. Iodine, although not a food in itself, plays 
an important role in the utilization of present-day feed ingredients. 


The story of how Iodine helps convert well-balanced feeds into tissue and 
energy (metabolism) is told in a new booklet, “Feeding for Profit.” Be 
sure to write for your copy today. 


Second only to the value of Iodine as a feed ingredient, is the value of 
Iodine advertising to you. The dramatic message behind the Iodine Seal 
constantly goes into the homes of millions of farmers, poultrymen and 
livestockmen. Every advertisement tells this responsive audience why it 
pays them to patronize dealers who sell Iodized Seal-Approved feeds, 
minerals or concentrates. 


To localize this publicity, dealers are provided with signs, folders, book- 
lets, newspaper mats, Seal electros—all free to those who stock and sell 
Iodine Seal-Approved feeds. 


ok 
The cost of Iodizing your feeds is insignificant. Only 114 ounces (of 


Potassium Iodide) are used per ton of laying mash and 34 of an ounce 
per ton is recommended for dairy feeds and chick mashes. 


We invite you to get the full facts. We want you to join the hundreds of 
feed manufacturers who are now incorporating Iodine in their formulas. 
They, their dealers, and their dealers’ customers are all being benefited. 
And when everybody benefits, a product must have merit. 


IODINE EDUCATIONAL BUREAU, INC. 


120 BROADWAY, NEW YORK, N.Y. 


Miss America, National Champion Leg- 
horn, All U.S. Standard Laying Con- 
tests, 1934. Raised on Iodized Feeds. 
Courtesy Foreman Poultry Farm and 
King Milling Co. of Lowell, Michigan. 


lodine-fed shorthorns from the Max- 
walton Farm, Mansfield, Ohio, operated 
by the internationally known shorthorn 
breeder, Peter G. Ross. 


One of Charles M. Cluster’s goats with 
a basket of kids at Benton Harbor, 
Michigan. All receive Iodized Feeds. 
Courtesy Nowak Milling Corporation, 
Hammond, Indiana. 


* 


Iodine-fed Lambs—Winners of Oxford Championship, International 
Livestock Show. Owner, Wm. Bartholomay, Jr., Libertyville, Ill. 


A section of a flock of Iodine-fed 
turkeys owned by W. H. Nicholas, 
Mason City, Iowa. Courtesy of Hub- 
bard Milling Co., Mankato, Minn. 
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Modernizing of Plant Saved Fretz 
From Going to the Wall 


N LESS than two years after he start- 
| ed a feed and poultry supply store in 

Waterloo, Ind., R. C. Fretz had built 
up a flourishing business. His early suc- 
cess came about largely from a_ sincere 
purpose to serve his customers he 
would like to be served. A farmer and 
stock raiser himself, Fretz knew what 
farmers, stock raisers and poultry men 
required. He understood their prob'ems, 
was one of them. He unfailingly catered 
to their needs and advertised continu- 
ously. 

Although without previous merchandis- 
ing experience in his own behalf, Fretz 
had traveled continuously for eight years 
for a remedy concern. From this he had 
gained a broad knowledge of marketing 
problems which later proved a valuable 
asset in operating his own business. Be- 
sides, he possesses a fine personality that 
never fails to win friends and customers. 

Encounters Big Slump 

He did prosper during those first’ two 
years—1925 and 1926, saw his business 
grow and looked forward to a long suc- 
cessful business career. Then something 
happened. Sales began to dwindle, slowly 
at first, then in alarming declines. His 
knowledge of marketing, his wide ac- 
quaintance, his friendly personality would 
no longer hold his trade. Financial ruin 
stared him in the face. 

Fretz knew what the trouble was— 
knew what should be done to overcome 
the obstacte, but he felt powerless to 
apply the remedy. Feed grinding was the 
very foundation of his business. He had 
just recently endured the harrassing situ- 
ation of a disastrous fire that destroyed 
his building and equipment. After the 
fire, he had purchased the equipment of an 
old grist and had installed something like 
a carload of machinery in his large, new 
location just across the street. In this old 
equipment was a big feed grinder that 
heated feed in the grinding process. Farm- 
ers did not like this. 

“My mill, although in perfect working 
order was as obsolete as a Model T, and 
it had to be junked, if I were to stay in 
business,” Mr. Fretz said. 

The situation was aggravated further 
when a farmer near town installed a small 
hammer mill. 

Buys New Feed Mill 

“My customers were going there in 
flocks,” Fretz complained. “A new mill 
would cost nearly $2,000. I didn’t see my 
way clear to buy it. Then one day a sales- 
man came along. We analyzed the pro- 
gram together and the salesman urged the 
installation of a new mill. ‘But how can I 
do it, when I already owe a lot of money 
on the old one, and will have to go still 
deeper into debt?’ I asked him. 

‘Well, when a patient gets a severe dose 
of poison, you know the physician always 
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®@ Investment in New Machinery Turns Tide 


Recalls Battle of Brandywine 


Briton Bridge mill, shown above, now operated by W. A. Hoffman who also operates another at 
Chadds Ford, Pa., is located on the old Brandywine battlefield scene. It abounds in historic lore and 


still grinds merrily on despite its age. 
was crushed by its industrious burrs. 


prescribes MORE poison,” the salesman 
replied. 

Mr. Fretz saw the point, stretched his 
credit to the limit, and in a short time 
had won his old trade back. His compe- 
titor soon abandoned his barn shop, and 
Fretz has been going strong ever since. 

“That was a lesson that I never forgot,” 
he said. “I now do $4,000 worth of grind- 
ing every year in addition to the hundreds 
of tons ground for resale. I have paid 
off my debts, and not long ago installed 
another modern feed mill costing $2,200.” 

“The lesson I learned then and there 
was that you’ve got to keep your equip- 
ment modern—supply what the public 
wants if you want to hold your trade and 
prosper. Around here, you don’t have to 
wear fine clothes—you don’t have to op- 
erate in a marble palace, but you do have 
to supply the kind of feed the public 
wants and the manner in which they want 
it. 

“Times are constantly changing, nowa- 
days faster than ever, it seems. What goes 
fine today may be out tomorrow. New 
things are coming on every day. One 
mustn’t close his eyes to these new pro- 
grams, else he will find his trade slipping 


Many men famous in history ate bread from the wheat which 


away to a more progressive competitor. 
Progress and change go hand in hand. 

“IT would say that one basic factor of 
our present success is in keeping equip- 
ment modern. But even this will not afford 
an even spread of sales throughout the 
year, and so we began to diversify. For 
example, we put in two 15,000 capacity 
egg hatchers, exclusively for young chicks. 
We did not plan for duckling and turkey 
hatching as one of these is operating in 
another near-by town. 

“Naturally, we operate the hatcheries 
so that young baby chicks are coming 
out every day from January until early 
June. This plan assures steady sales and 
moves the largest possible number of store 
delivery and out of town shipments of 
day-old chicks. 

“Here again, a new trend is coming—is 
here now. More and more people are de- 
manding older chicks, up to two weeks 
old. They are willing to pay more, of 
course, as their losses are decreased. We 
have equipment and capacity for keeping 
5,000 chicks on hand at all times and use 
a circulating heater in a feeding room. 

“Stock feed sales from January to June 


(Continued on Page Forty-two) 
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INDIANA 


-Frank L. Compton, 69, proprietor of a 
flour and feed mill at Williamsburg for 
many years, died recently. 

Clayton feed store, Clayton, has in- 
stalled a new feed mill. 

Hammermill feed mill, 
been discontinued. 

Kiefer Feed & Supply Co., Elwood, re- 
cently conducted an experiment to show 
what feed will do for chickens. Using 
eight hens, the firm fed them so they 
would lay eggs with green yolks. 

Ed Moser has opened a feed mill at 
Westville. 

Hoosier Mineral Feed Co., Greenwood, 
held its annual goodwill party recently 
and several thousand persons attended. 


Rourbon, has 


his Month In Your Feed Store 


@ Live Tips To Help 


You Get More Business @ 


Appreciation 


Whenever he receives a check in the 
mail from a farmer who has purchased 
feed on credit for the first time and pays 
promptly as promised, a New York feed 
dealer acknowledges the payment in a 
letter which reads: “Of course, we are 
always glad to get checks in the mail but 


OUR DEALER'S SURE | 
DOING BIG BUSINESS 
THESE DAYS SINCE 
EVERYONE AROUND 
| HERE IS FEEDING 

THE FULO- WAY 


FOR MORE SALES AND PROFIT 
SELL FUL-O-PEP FEEDS 


OULTRYMEN have found that the Ful-O-Pep System of 

feeding tends to better health, longer life and better egg pro- 
duction. And the system is an economical one too—¥3 each of 
Ful-O-Pep Egg Mash, Whole Oats and Ful-O-Pep Scratch Grains 
with Granite Grit and Oyster Shell. It’s the feeding program that 
you can recommend to your poultry farmers 
with the full knowledge that they can get 
more big salable eggs at a less feed cost—with 
smaller losses of high producing hens. 


The Ful-O-Pep feeder usually makes money 
on his hens. His success not only keeps him a 
regular customer but influences his neighbors 


to also feed the Ful-O-Pep Way. 


Write for literature on the Ful-O-Pep Way 
of feeding and recommend it to your poultry 
farmers. 


THE QUAKER OATS COMPANY 
Dept. 13-J, 141 W. Jackson Blvd. CHICAGO, U. S. A. 
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with your remittance received this morn- 
ing came an added satisfaction. We take 
it to be a very good indication that you 
are satisfied. Your prompt response in- 
spires us to continue to do everything 
within our power to help you with your 
feeding problems and to make it our per- 
sonal business to see that you get the ut- 
most from every dollar you invest in our 
products.” This friendly letter cements 
the customer firmly to the store and en- 
courages him to keep up prompt payments 
on future orders. 


Silver Tree 


Last December E. G. Goerger, the Long 
Prairie hatchery, Long Prairie, Minn., 
sprayed an evergreen tree with silver paint 
and placed it in his display window. At 
the bottom were also placed sprigs of 
evergreen and a display of poultry sup- 
plies, feed and equipment. The silver tree 
created a beautiful appearance, attracted 
the attention of customers and impressive- 
ly advertised the products on exhibit. 


Human Rooster 


An Illinois dealer visited a costume 
shop in a large city and selected one that 
represented a rooster. On Saturdays and 
after school hours he engaged a high 
school boy who cou'd crow lustily to 
parade about the streets. The sides of the 
costume, plainly visible from a distance, 
bore the message “Use Blank’s Feeds for 
Greater Profits.” The idea created much 
comment and induced the editor of the 
local paper to publish a picture and a 
story on the idea which gave the dealer 
a good piece of free publicity. 


School Tour 


Every year an lowa dealer invites the 
members of the freshman class taking 
agricultural subjects in the local high 
school to visit his plant and make a tour 
of inspection. Arrangements are made 
through the agricultural instructor who is 
more than glad to accept the invitation 
because the dealer always imparts valuable 
information on subjects to be studied 
which gives the students a good back- 
ground for the course. The idea has re- 
sulted in good will among the students’ 
parents, and leaves a lasting impression 
on the boys and girls who are the dealer’s 
customers of tomorrow. 


e F. C. GREUTKER, manager, Cereal 
Byproducts Co., Buffalo, N. Y., and his 
son, Chris Greutker of the St. Louis, Mo., 
office of the firm, spent their vacations 
together among the resorts of New York 
state and Canada. 


e HONEYMEAD PRODUCTS CO. has 
purchased the Cedar Rapids Grain Co., 
Cedar Rapids, Ia., and is already under- 
going an extensive new building program. 
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CAME FIRST? 


THE ANSWER 


It wasn’t the hen—nor was it the egg! The honor 
of coming first goes to vitamin E, for without vita- 
min E the hen could never have produced the egg, 
nor, on the other hand, could the egg have hatched 
the husky livable chick that became the hen! 
Vitamin E came first, and it must continue to come 
first in ample, active amounts, if poultry and live- 
stock are to escape the results of “E” deficiency. In 
the flock, those results may be inferior egg produc- 
tion, low percentage hatchability, sickly undesirable 
chicks, and pullets of low vitality that are susceptible 
to disease. In the herd the effects may range from 
complete sterility, to the birth of the weak, “E” 
deficient offspring which cannot 
hold their own in profitable milk 
and meat production. 


VITAMIN 


With another feeding season already under way 
you have no time to lose in bringing the advantages 
of vitamin E reinforcement to your feeds. For as 
little as fifty-five cents a ton you can fortify your 
feeds with a constant, effective supply of stabilized 
vitamin E. Don’t delay—get full information on 
ADM biologically assayed, cold-pressed Wheat Germ 
Oil at once! Be among those who are supplying 
farmers with feeds fortified with vitamin E for surer 
reproduction and better production. 


Let others ponder over the riddle: “Which came 
first, the hen or the egg?” Vitamin E is the answer 
—and vitamin E, applied to your feeds, inexpensive- 
ly, easily, may also prove to be the answer to your 
problem of increasing sales! | 


SPECIALTIES 
ARCHER=DANIELS MIDLAND Co. 
664 Roanoke Building e i 


Minneapolis, Minn, 


BUY STABILIZED VITAMIN E, BIOLOGICALLY ASSAYED, IN ADM COLD PRESSED WHEAT GERM OIL 
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Cilver From 


Down through the ages man has sailed the seas in search of the Cod Fish . . . first 
for food, then when science told him how, for medicine from the liver of the cod. 


Modern man realizes the importance of securing the cod liver oil fresh and keeping 
it pure and natural. GORTON’S SUPER A is guaranteed to be a natural, high potency oil, 
every gram of which contains at least 3000 Units of Viamin A and 250 Units of Vitamin D. 


SUPER A is manufactured by Gorton-Pew Fisheries, one of the oldest and largest 
producers of codfish products in America, and their guarantee of potency is the bulwark 


that protects YOU, the feed man! SUPER A is recognized everywhere as the “TOPS” in 
the cod liver oil industry! 


JOBBING DIVISION 


FARM SERVICE COMPANY (Trade Name) 


DIVISION OF GENERAL MILLS, INC. 
407 So. Fourth Street Minneapolis, Minn. Main 8317 


CASH PRIZES 


You can profit two ways with the 


Arcady Egg Mash Program 


1. Increased orofit to you. 


Get the details of this 2 A share of the $500 
up-to-the-minute 
Merchandising Program prize money. 


ARCADY FARMS MILLING COMPANY 


223 West Jackson Boulevard « « « CHICAGO, ILLINOIS 
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House by 


Side of the Road Spirit 


Wins Friends for Michigan Mill 


® Daily Market Service Provided for Farmers 


HEN the poet expressed the wish 

to “Let me live in a house by the 

side of the road and be a friend 
to man,” he voiced a thought that applies 
forcibly to the feed store, elevator and 
warehouse of O’Melia-Horgan, Inc., Cas- 
novia, Mich., of which Thomas McBride 
is manager. 

Whenever one thinks of the line of the 
poem quoted, his mind visions a house 
close to the road on the outskirts of some 
little rural village—a house that has some 
distinguishing mark to set it apart from 
all others in the community, with a wel!- 
worn pathway that bespeaks frequent 
presence of visitors leading from the road 
to its entrance. 

Friendly Atmosphere Prevails 

It is the same with the Casnovia ele- 
vators. They stand by the side of the road 
on the outskirts of the little rural village 
and tower above the other buildings of 
the neighborhood, forming the most con- 
spicuous feature of the landscape. The 
well-worn road to the mill and warehouse 


shows heavy travel. And, what is more, 


the atmosphere is of that intimate, friend- 
ly type that characterized the thoughts of 
the poet. 

The Casnovia elevators were started 
years ago and have continued throughout 
their existence to serve the farmers of 
the community with friendly service. Ten 
years ago they were purchased by O’- 
Melia-Horgan, Inc., who operate a flour 
mi'l at St. Louis, Mich. The present man- 
ager, Mr. McBride, has occupied his posi- 
tion for more than a year. 

Twenty Years’ Experience 

The business includes elevators of 8000 
bushels capacity; a feed mill for custom 
grinding and for making the firm’s own 
brand of poultry feeds; wholesale distri- 
bution of flour made in the St. Louis mill 
of the company; a bean buying and hand- 
picking business; retail and wholesale 
business in hay and straw, and retail busi- 
ness in feeds, seeds, salt, tile, coal, and 
fertilizers. The storage of flour, hay, 
straw, beans, fertilizers, etc., makes nec- 
essary a large warehouse in addition to the 
elevator building proper. A force of three 
men in addition to the manager is re- 
quired regularly, and during the bean- 
picking season an additional 24 people 
are employed. 

Mr. McBride has been in the grain, 
feed, and milling business for 20 years 
and is fully conversant with all the rami- 
fications of the business. He is an expert 
judge and buyer of grain. He is also an 
expert judge of human nature, genial in 
disposition, and makes and retains friends 
readily through his extreme frankness and 
square dealing with farmers. 

_ The bean business is one of the largest 
items in the firm’s trade. Beans are bought 
in the same territory as grains and are 
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Thomas McBride, left, and the friendly O’Melia-Horgan, Inc., plant which he manages. 


all hand picked in the warehouse. Mr. 
McBride employs as far as possible mem- 
bers of the farm families with whom 
he does business either as buyer or selier. 
Twenty-four persons are engaged in this 
business during the season and a total of 
five to six cars of hand picked beans are 
shipped out each season. 

A first class feed mill is operated, with 
a grinder of ten tons capacity and a mixer 
of one ton capacity. Most of the farmers 
of the territory raise their own grains 
but buy the concentrates and other ma- 
terials used. Mr. McBride keeps a full 
supp y of everything necessary on hand 
and furnishes the proper formulas for 
mixing if requested. 

Recently the firm started putting out a 
brand of poultry feeds of its own and 
these are rapidly growing in popularity. 
They comprise O-H starter, O-H growing 
mash, and O-H egg mash. 

In addition the company handles a well- 
known commercial brand of feeds, bulk 
feeds of all kinds, and whole grains for 
feeds. Poultry feeds lead in sales with 
dairy feeds a close second. 

Two trucks are used for pick-up and 
delivery. Much grain is picked up and 
taken to the mill when farmers are too 
busy to do the delivering. Feeds and other 
materia!s are delivered from the mill to 
the farms. The community is rather a 
compact one and four or five miles marks 
the limit of delivery service. 

Direct Mail Employed 

Most of the items brought in for sale 
come in carload lots. The elevator is not 
only by the side of the road but also by 
the side of the railroad, with side track 
faci'ities making shipping and receiving 
an easy matter. 

One of Mr. McBride’s most effective 
promotional methods is direct mail. He 
usually makes up his own mailings. Many 
of these consist of informal circulars 
made on the mimeograph and addressed 


with an addressograph. 

“These informal circulars,” says Mr. 
McBride, “re always given attention be- 
cause they contain the personal touch that 
is lacking in printed advertising. We get 
remarkably good results from this form 
of advertising. Besides mailing these out, 
we always have a surplus made and hand 
these out to people who come in. This 
practice is profitable as handing them out 
to people who have already received one 
by mail oftentimes reminds them and 
results in a sale. We also gain the friend- 
ship of our customers by frequently al- 
lowing them to insert any ads in the cir- 
cular without charge of any items they 
may have for sale or wish to buy. 

Offer Market Service 

“We keep a bulletin board in our office 
showing the dai:y market on grains, feeds, 
etc. This market service is greatly ap- 
preciated by farmers. We encourage cus- 
tomers to call up on the phone and ask 
for markets. These gestures of friendship 
have a favorable effect upon our business 
dealings. 

“Personal solicitation, however, we find 
to be the most productive form of getting 
business. We never let a customer get out 
of our office without suggesting some item 
that he can use. Being in a compact com- 
munity, our customers are for the most 
part permanent ones. We get to know 
them intimately. They make compara- 
tively frequent ca!ls and we can remember 
what items we have already suggested and 
so suggest a new one each time. We try to 
make them see where it is to their interest 
to buy the things we suggest. In this way, 
we have built up a fine feed business. 

Follow up Every Sale 

“One of our cardinal principles is to 
follow up every sale to see that the item 
sold does the things we claim. When we 
se!l a customer an order of feed, we do 
not consider this the end of the transac- 


(Continued on Page Thirty-four) 
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What a 


difference 
this 


makese 


AN OPEN 
LETTER TO THE 


FEED MANUFACTURER 


We take it for granted that you are making a good line of poultry 
mashes. Admitting that you use high grade cereals and other in- 
gredients, we can prove to you that 


THE BEST FEED 
IS MADE BETTER 


by simply adding 2 per cent of Dr. LeGear’s Poultry Prescription. It gives 
the finishing touch for all poultry mashes—starting, growing and laying. 


Take Moeller’s Electric Hatchery at Fort Smith, Ark.: This well known con- 
cern has used Dr. LeGear’s Poultry Prescription with such splendid results 
that the second order was almost double that of the first. 


The Peterson Coal and Grain Co. at Independence, Mo., puts out its own 
fine line of mashes. But after adding 2 per cent Dr. LeGear's Poultry Pre- 
scription to some of the mash. in a test, and leaving it out of another batch, 
it was found that at the end of five weeks the chicks receiving the mash con- 
taining Dr. LeGear’s Prescription gained an average of one-quarter pound 
each more than the chicks that did not receive it. 


Instances like these prove customer satisfaction; and that is what you want. 
The tag reproduced above will show that your bags contain complete products 
—the kind that will delight your trade and bring the customers back for more 
because of profitable returns gained from using your mashes and feeds. 


We would like to quote you our low prices on Dr. LeGear’s Poultry Pre- 
scription in such quantities as you may be in position to use. Please write 
today. 


Dr. L. D. LeGear Medicine Co. 


St. Louls, Missouri 


Central Dealers Reward 
4-H Club Champions 


(Continued from Page Nine) 


gold pin. Hundreds of farm folks are 
expected to attend and in addition to the 
4-H festivities will be reminded that Na- 
tional Feed Week is being celebrated 
throughout the entire nation. 

F. E. Parker, Fennimore Farmers Ware- 
house Co., Fennimore, Wis., will present 
the Central association certificate and gold 
pin to Theodore J. Griswold, the 4-H 
champion in his territory, at a special 
meeting to be held, Thursday, October 21. 
The boy and _ his 
parents and other 
4-H leaders along | 
with a large crowd 
of farm folks will be 
present. The meet- 
ing will be held in 
the afternoon when 
a free movie will be 
shown and talks on 
agricultural subjects 4-H gold pin 
are to be given. 

Selections of two 4-H club members 
who will receive the certificate and gold 
pin for outstanding achievement will con- 
tinue to be made each month until every 
4-H project has been covered. Winners 
for September, October, November, De- 
cember, etc., will be announced in future 
issues of The Feed Bag and by special 
letter to the Central association members 
from whose territory the boys and girls 
are chosen. 

The certificate which the champions 
will receive bears the wording, “Special 
Award for Achievement.” Space is pro- 
vided for lettering in the name of the 
winner and the project for which the 
award is made and will be signed W. N. 
Knauf, Knauf & Tesch Co., Chilton, pres- 
ident of the association; David K. Steen- 
bergh, Milwaukee, executive secretary, 
and T. L. Bewick, Madison, Wis., state 
club leader. 

The pin is one which every boy and 
girl will be proud to wear. Outer edges 
are of bevelled gold and the center is 
composed of black enamel, the 4-H club 
emblem showing through the black in 
white enamel. The exact center of the pin 
is to have in gold the letter “A” which 
stands for achievement. 

Many feed dealers have always shown 
an interest in promoting 4-H club work in 
their communities and the Central asso- 
ciation launched the project of rewarding 
those who excelled in this field as a means 
of encouragement to farm youths who are 
rapidly growing up to be their customers 
of tomorrow. 


e F. E. THOMPSON feed mill, Russell, 
Pa., was badly damaged by fire Septem- 
ber 17. The building was one of the oldest 
in the county, being erected in 1897. Mr. 
Thompson has not decided whether it will 
be rebuilt. 


e C. H. JENKINS, Oneanta, N. Y., has 
opened a feed and grain store in the old 
freight depot at the upper end of Grand 
street, Sidney, N. Y 
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National Feed Week 


Message Being Told 


To Millions 


W HAT did you do to bring home to your farm customers the aims and 

purposes of National Feed Week? The Feed Bag wants to know all 
about it and will appreciate receiving a letter from you explaining in detail 
the program you followed for the celebration, Cash prizes of $30.00 will 
be paid to the three dealers who are judged as having put forth the best 
efforts on behalf of National Feed Week. There will be a first prize of $15.00, 
second prize of $10.00 and third prize of $5.00. Write us immediately 
after National Feed Week and tell exactly what you did. Then watch future 


issues of The Feed Bag for further announcements. 


ATIONAL Feed Week is in full 

progress and farmers throughout the 

nation are hearing the gospel of 
better feeding as an entire industry unites 
in glorifying the service it renders to agri- 
culture. 

All of the instruments of publicity are 
being utilized for the celebration. Thou- 
sands of posters are gracing the windows 
of feed stores and other down town busi- 
ness places and several hundred thousand 
stickers have found their way through the 
mails, attached to literature sent out by 
feed manufacturers, jobbers, dealers and 
members of allied industries. 

Barrage of Publicity 

Over a vast network of radio stations 
farmers throughout the country will be 
reminded that “Better Feeding Brings 
Bigger Protits’— the slogan adopted for 
National Feed Week. On Friday, October 
8, David K. Steenbergh, managing editor 
of The Feed Bag, gave a talk over WLS, 
Chicago, emphasizing the progress the 
feed industry has made in developing bal- 
anced rations and explaining how, through 
the local feed dealer, this service is enabl- 
ing agriculture to increase its production 
and income. His talk is published on page 
17 of this issue of The Feed Bag. This 
week, also, radio announcers are telling 
the world about National Feed Week in 
100-word messages and urging the farmer 
to depend on his local feed dealer for ad- 
vice on feeding problems. These are being 
heard over NBC with a network of more 
than 70 stations and also over WLS. 

On Individual Programs 

Coupled with this general promotion on 
the air, various feed manufacturers and 
allied firms, are injecting National Feed 
Week messages in their regularly spon- 
sored broadcasts. Among the companies 
“plugging” the celebration over the radio 
are Purina Mills, Inc., St. Louis, Mo.; 
Universal Mills, Fort Worth, Tex.; Na- 
tional Oats Co., St. Louis, Mo.; Murphy 
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Products Co., Burlington, Wis.; Mayr’s 
Feed & Seed, Beaver Dam, Wis. and 
others. 

Newspaper presses, too, are grinding 
out the story of National Feed Week. The 
farm and the daily and weekly press are 
carrying information submitted by Na- 
tional Feed Week Headquarters to their 
millions of readers. Feed dealers are using 
advertising space to announce the celebra- 
tion and to feature the specials they are 
offering as an inducement for the farm 
trade to visit their stores this week. 

In many towns feed dealers are holding 
special farm meetings, showing free movies 
and cooperating with 4-H clubs and other 
rural organizations to promote better 
farming and feeding practices. 

Holds Produce Show 

I. K. Mayr, Mayr’s Seed & Feed, 
Beaver Dam, Wis., is conducting a farm 
produce show, featuring barley, corn, po- 
tatoes, apples and eggs. More than $150.00 
in prizes are being awarded. The show is 
going on for four days, October 13 through 
October 16, and all of the farm folks are 
privileged to help themselves to free pan- 
cakes, sandwiches and coffee as a treat on 
the firm. Mr. Mayr’s radio stars who 
broadcast regularly on his program are 
furnishing the entertainment for the visi- 
tors. 

Similar National Feed Week celebra- 
tions are being conducted by many dealers 
in all parts of the country. County agents 
and other agricultural workers 
caught the spirit of the celebration and 
are, in many cases, cooperating with the 
dealers in conducting farm meetings and 
serving as speakers. 

The Northwestern Wisconsin Dealers 
club, a local organization affiliated with 
the Central Feed association, is running 
a series of cooperative advertisements 
boosting National Feed Week and the in- 
dividual members are also sponsoring 
special promotion of their own accord. 


have: 


NATIONAL 
FEED WEEK 


OCTOBER 
16 


BETTER FEEDING BRINGS Aiqger PROFITS 


This group is holding a district meeting 
at Amery, Wis., this week. Edson Davis, 
Northern Supply Co. Retail Stores, Inc., 
Amery, Wis., is scheduled to give a talk 
on National Feed Week which will be the 
feature part of the program. 
Feature Feed Week Poster 

Numerous feed manufacturers and ag- 
ricultural publications have obtained re- 
productions of the National Feed Week 
poster and have tied in their advertising 
and news promotion with it. Franke Grain 
Co., Milwaukee, purchased 1,000 of the 
posters and mailed them in special enve- 
lopes to its customers and friends for 
display in their feed stores. Others who 
distributed the posters in large quantities 
were the Ohio Grain Mill & Feed Dealers 
association, and the LaBudde Feed & 
Grain Co. Universal Mills, Fort Worth, 
Tex., took 1500 of the posters for the 
dealers in the territory which it serves. 
Purina Mills made use of 25,000 stickers 
to promote the event, and Swift & Co., 
Chicago, utilized 18,000. There were more 
than 100 firms who cooperated in distrib- 
uting the stickers. 

Acclaimed Big Success 

The staff of The Feed Bag, which has 
handled the duties of National Feed Week 
Headquarters in addition to its regular 
work, has labored at top speed since the 
event was announced. The splendid co- 
operation and unquestionable success of 
the first observance of its kind in the 
history of the industry, however, has been 
a satisfactory reward for the many hours 
of “over time” which were necessary to 
handle correspondence, publicity and per- 
sonal services requested from all parts of 
the country. 

Plans are already being formulated for 
a bigger and better National Feed Week 
next year and succeeding years. The con- 
tinued cooperation of the industry assures 
even greater success than is generally ac- 
claimed for the first attempt. 
e F. H. HANSMAN, proprietor of the 
Genegansevalt mills, Smfthville Flats, 
N. Y., has returned with his wife and 
grandchildren from a vacation in the 
wilds of Ontario. He reported the fish- 
ing excellent. 
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Feed Firm Profits by Emphasizing 


Cleanliness and Good Displays 


© Tidiness of Plant Pleases Women Shoppers 


PRINGFIELD, IIl., is known far and 
* wide as the home of Abraham Lin- 

coln. People all over the United 
States immediately associate Springfield 
with Lincoln when the martyred presi- 
dent’s name is mentioned. 

Farmers, feeders and dairymen from 
south central Illinois also associate the 
name of Sangamon Farmers Supply Co. 
with the city of Springfield. In Sangamon 
and adjoining counties, this feed concern 
is known because of its merchandising 
activities. It is located in a commodious 
building east of the state capitol buiiding 
where Lincoln’s statue stands. The loca- 
tion is ideal for a feed business from many 
standpoints. 


Former Railway Station 

It is interesting to note that the build- 
ing was used for many decades as the 
Springfield station of the central Illinois 
interurban line. The old ticket window 
may still be seen at the east side of the 
store. On the other side of the former 
waiting room one sees a door with a large 
g.ass window above, on which is lettered 
“Restaurant.” 

To the rear is a large double door 
which leads out to the former station 
platform. It presents a slight:y different 
appearance from the old days. Instead of 
rushing travelers, the platiorm now ac- 
commodates crate after crate of chickens 
purchased from farmers. It would be dif- 
ficult to build a better poultry housing 
building. There is room for a!l the poul- 
try that could be brought ‘in during a 
week or ten days. All dirt and odors are 
kept from the sales room as the poultry 
is delivered to the back door. 

This rear entrance has many advan- 
tages. The large roof which formerly 
sheltered the e’ectric trains now makes a 
splendid parking place. It would be pos- 
sible to park 50 farm cars and trucks at 
the back door without crowding. When 
parking space is not available in front of 
the store, farmers know there is always 
room at the rear. 

Paul Evans of the Sangamon Farmers 
Supply Co. points out the fact that the 
store’s own trucks can load or unload at 
the rear entrance regardless of weather. 
There are many other benefits from hav- 
ing sufficient room for the store. © 


Merchandise Well Displayed 

It is the policy of the management to 
display all merchandise to good advan- 
tage. Floor displays of the “island” type 
are arranged at prominent places in the 
sales room. Mr. Evans says these floor 
disp'ays help sell merchandise. He has 
found that farmers browse about the store 
and look at the displays and often be- 
come interested in buying. 

The floor displays are built with care. 
For instance, there is a splendid pyramid 
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Swinging on the Barnyard Gate 


“His wife makes him set on ’em while she goes shopping.” 


of six full-sized sacks of feed near the 
door. It is built up so a customer can 
easily walk a!l around it and view it from 
all sides. The base itself is built from 
block salt, a most attractive sight. An- 
other of the displays includes most of the 
items in the manufacturer’s line. The pur- 
pose of this particular display is to re- 
mind customers that the store stocks a 
complete line. 

Starting and laying mash are also 
shown. An idea borrowed from the chain 
stores is that of showing associated items. 
For instance, feeders, poultry fountains, 
brooders and other poultry supplies are 
displayed in connection with mash, grit 
and other products for the chicken grow- 
ers. 

Cleanliness Is Emphasized 

The store is as neat and clean as the 
traditional Dutch housewife’s kitchen. 
There is not so much as a straw or bit of 
feed on the floor. 

“We try to keep everything clean,” 
comments Mr. Evans. “You see, we have 
a lot of farm women in the store, par- 
ticularly at baby chick season time. They 


like to see the feed store neat and attrac- 
tive, just as they like to go to other re- 
tail stores which are inviting in appear- 
ance. 

Poultry remedies and disinfectants are 
kept near the window. Each package is in 
its proper place. A sufficient stock of 
these items is carried to meet a!] demands. 

Signs grace the front of the building. 
Metal signs furnished by the manufac- 
turer are used to excellent advantage. The 
place really looks like a feed store. The 
same idea is carried out on the inside of 
the store. Many large wa’'l posters, cards 
and banners furnished by the manufac- 
turer are placed on the walls and used in 
connection with the “island’’ feed dis- 
plays previously mentioned. 

Booklets Well Distributed 

Booklets on feeding and care of live- 
stock are placed out in front on tables 
and on displays. Farmers can and do 
help themselves to the literature they 
want. 

The store is located in a city of almost 
75,000 people. Merchandising feed in a 


(Continued on Page Forty-seven) 
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“You should be having 
KRACO DRIED CHEESE 


WHEY in your 
rations!” 


“I'msotired... 


I'm afraid | 
won't lay 


many eggs” 


Now is a crit- 
ical time for 
laying flocks. They 
iy must be health-con- 
ditioned now to sustain 


Flock health 


4 ; economical way to main- 


tain flock health 
@ Proper care and feeding will reduce flock 
means mortality. If the average poultryman is go- 
ee ing to make a profit this year, he must find 
an economical way to maintain flock health. 
On the one hand, birds are subjected to 


nutritional diseases: dermatitis (pellagra) 
and nutritional paralysis; on the other hand, 
to infectious diseases, principally coccidiosis. 
What single food element, that is eco- 
fomorrow! 


nomical, will prevent these diseases .. . 
will maintain flock health, and at the same 
time improve both growth and hatchability? 


Kraco Dried Cheese Whey, made by Kraft. 
The importance of Dried Cheese Whey in 
mashes was determined by scientific feed- 
ing tests at leading universities and experi- 
mental stations—in addition to the work 
carried on continuously by Kraft Research 


Insist upon KRACO for these reasons: 


Kraco Dried Cheese Whey contains an 


Better Flock Health, Greater Growth, High Lactose Content — promotes abundance of important nutritive elements 
Higher Hatchability— because of intestinal health, keeps out para- of milk—including the Vitamin G complex, 
Kraco’s abundance of important sites (coccidiosis control). 


nutritive elements of milk, includ- 

ing the complex Vitamin G (made 

up of Lactoflavin, the anti-dermati- 
@ tic and anti-paralytic factors). 


In addition, Kraco contains the essential for growth, hatchability, and for 
valuable Lactalbumin (protein) of | the prevention of nutritional diseases (der- 
high supplementary value, and matitis and nutritional paralysis). Kraco 

@ milk minerals. also contains 70% lactose, essential for 
intestinal health and for keeping out para- 


C H é E S s W H EY ncrease pro Its y making sure t nere 1s 


enough Kraco in your starting, growing, 
70% Lactose | 


and laying mashes. 


4 

abundant Vitamin THIS COUPON for latest scientific data 

Kraft-Phenix Cheese Corp. 

| Dept.FB-10 400 Rush Street, Name. 

1 Chicago, 
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Feeding COW for Egg 


@ High egg production doesn’t mean a thing to Bossie, nor does high milk production 
interest the Little Red Hen! That is why the New Richmond Roller Mills Co. doesn’t 
believe in an all-purpose concentrate—a mixture that’s a Jack of All Trades, and a Master of 
none! In order to produce the best results and earn the biggest returns, animals and poultry 
must have rations that suit their individual nutritional needs. To be top-notch layers, hens 
require a ration exclusively for poultry—one like Doughboy Mash Concentrate—rich in egg- 
building nutrients, and possessing special vitamin balance. For high milk production in fall 
and winter, cows need the help of a concentrate like Doughboy Molassie Feed 16% or 
Doughboy Dairy Feed 32%—feeds that pack extra protein punch. Swine make faster, 
cheaper gains and turn out maximum numbers of thrifty pigs, when their diet includes 
plenty of specially blended Doughboy Hog Balancer. Do your customers a profitable turn 
—handle the complete line of Doughboy Feeds, all fortified with Vitamin E for surer 
reproduction, and each one built to do its own job well! 


The most complete and fastest service in the middle west. 


NEW RICHMOND 


NEW RICHMOND. @ SIN‘ 
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For EGGS 


: 16% DAIRY 
| CONCENTRATE 


NEW RICHMOND 
ROLLER MILLS CO. 
NEW RICHMOND. 


100 
NET WHEN PACKED 


100 185. 
MET 


E| 32% DAIRY 
CONCENTRATE 


NEW RICHMOND 


ROLLER MILLS CO. 
NEW RICHMOND. WIS. 


For PIGS and 


ROLLER MILLS CO. 


INCE 1887@ 


NEW RICHMOND 
ROLLER MILLS CO. 


LG 


WISCONSIN 
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Poultry Troubles Quickly 


Solved 


By Rhode Island Dealer 


OLAND SEARS, manager of Inde- 
pendent Feed and Grain Co., Paw- 
tucket, R. I., enjoys two distinct 

advantages in going after and retaining 
business, especially that of the poultry 
raiser. In the first place he is fortunate 
in being able to call upon a manufac- 
turer’s service man when in need of 
assistance. In the second place, he is 
fortunate in realizing fully the value of 
service in gaining and retaining customers. 

Though the company counts among its 
customers both dairy farms and poultry 
raisers, the poultry feed business has 
grown more rapidly than any other. 
Poultry raisers, as a rule, seem to have 
more problems to solve. The life of a hen 
is shorter than that of a cow and the 
poultry raiser in this section seems to 
be more constantly in need of having 
some serious problem solved for him than 
does the dairy farmer. 

Fieldman on Job 

One man spends his time calling on the 
trade. During these visits he learns of 
the problems which confront the custom- 
er. The particular troubles he is having 
with his flock are talked over. If there is 
a problem which this man cannot solve 
the manufacturer’s service man is called 
in. This additional service is usually high- 
ly appreciated by the customers or pros- 
pective customer and frequently results 
in a worthwhile additional business from 
those who are buying only a part of 
their feed from Independent or have 
switched to some other feed. 

One poultry raiser was having a high 
mortality rate and a much lower egg pro- 
duction than he should have had. He was 
changing from one feed to another in an 
effort to find the one which would give 
him the desired results. Here was a case 
where it looked as_ though the expert 
of the manufacturer might help. He was 
called in. 

His first survey of the situation re- 
vealed certain things, among them being 
the fact that the laying hens were too 
crowded and the culling of the pullets 
before they were placed in the pens was 
not well done. He arranged to be on hand 
and help in culling when the next lot of 
pullets were to be transferred to laying 
pens. There were some 1200 of these and 
they were gone over with the greatest 
possib’e care. In the end the service man 
had culled about 250. He pointed out to 
the raiser that these would never be good 
producers of eggs and showed why. 

Culls Sold for Meat 

He suggested a special fattening ra- 
tion to be used in preparing these birds 
for the best price when sold. The result 
was that they brought an average of $1.00 
each when sold for meat. This reduction 
of the flock brought the number in each 
laying pen down to the number which did 
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away with crowding. In appreciation of 
the service rendered, the customer decided 
to go back and try the feed sold by In- 
dependent. The final result showed a high 
egg production, one about double that 
which had been the case before. The mor- 
tality was reduced to almost nothing. 
This customer realized that the service 
rendered him had much to do with the 
results. He also realized he was not likely 
to get the same service if he bought any 


Independent Feed & Grain Co. plant 


other feed from any other dealer. Accord- 
ingly, he became a permanent customer. 

Another poultry raiser was experienc- 
ing difficulty with the hens kept on the 
basement floor of his house. The floor was 
always damp and consequently good re- 
sults were not being obtained. 

Solves Another Problem 

Here again the service man was called 
in. He pointed out that the ventilation 
was not right. The raiser objected that he 
was providing all the air the scientists 
state is necessary for the number of hens 
kept on that floor. The service man ex- 
plained that there were adequate provi- 
sions for air entering but after it had 
been heated by the bodies of the birds, 


there was no suitable means for it being - 


carried away. He demonstrated this fact 
by means of smoke. The ceiling was made 
of tar paper nailed to the floor beams. 
The service man suggested that holes be 
cut in this paper to provide exits for the 
stale air. This was done, the smoke ex- 
periment tried again and it was found 
that there was a current of air created. 
The stale air was being taken away. 

This change was so simple and inex- 
pensive and promised to solve the prob- 
lem so effectively that the raiser wanted 
to place a good sized order for feed right 
away. Instead, however, of taking the 
entire order he was advised to buy only 
enough feed for the hens on this floor 
where the egg production had been sub- 


® Outside Help Enlisted for Stubborn Cases 


normal. In the end this is what he did. 

A few weeks later the service man 
called again to check up on results. The 
customer was enthusiastic. The pens and 
floor were now dry, the hens were in far 
better condition and he insisted that egg 
production had gone up at such a rate that 
he was approaching a world’s record. He 
gave a great deal of credit for this to the 
feed, though he realized that the improve- 
ment in ventilation had much to do with 
the results. 

Chicks Applied on Bill 

One of the Independent’s customers 
owed a considerable bill and could not 
pay it right away. He had a thousand 
newly hatched chicks, however, which he 
was willing to turn over as part payment. 
Independent took them, cared for them 
till they were sold to a man who wanted 
to start in the poultry business and 
credited the amount received less the cost 
of feeding and caring for them to the 
customer. 

Eggs have also been taken on account. 
The store knows where to dispose of the 
eggs and relieves the customer who turns 
them in on his bill. Also, the store usually 
receives a higher price for them than the 
poultry raiser could himself. 

One customer who had turned to a 
locally mixed feed which he believed 
would give him better results than the 
standard mixes of the manufacturers, was 
getting good results for a time but then 
his egg production fell off to a marked 
degree. He did not turn immediately to 
the feeds sold by the Independent Feed 
and Grain Co., but he did give the sales- 
man permission to call with the service 
man and try to discover what might be 
the trouble. In this case a careful survey 
indicated the trouble might be in the feed. 
Samples of it were taken and analyzed. 
It was found that it did not remain uni- 
form. The dealer mixing it had been 
able to get ingredients at a lower price 
than he had been paying but these also 
proved to be of lower quality. This raiser 
decided to feed part of his flock on feed 
from Independent and part on the locally 
mixed feed at the suggestion of the ser- 
vice man. Production went up on the 
standard feed. It continued to vary on 
the local mix. This man is another of the 
customers which Independent has con- 
verted from an occasional buyer to a 
fixed and permanent customer. 

Service Wins the Customer 

It is such cases as these which con- 
vince Mr. Sears that the way to sell 
poultry feeds is through service. Bringing 
in the manufacturer’s representative 
makes an impression upon the customer 
which could not be made as effectively 
by the man who calls every week, even 
though that man might be able to solve 
the problem as well. 
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All your customers, and all you hope to 
have will be listening and reading about 


PILOT BRAND 


For another 12 months over a radio station hook-up, from Boston to 
Salt Lake City and from Canada to Oklahoma and a thick magazine 
circulation in every state in the Union 


Nearly 6,000,000 farm and small town poultry flock owners will get these 
PILOT BRAND selling talks with an almost daily frequency. Among them 
are your customers and other poultry feeders you’d like to have. 


Let all of them know, as often and in every way you can, that you sell 
PILOT BRAND. This will make our help to you more effective and add 
much good will to that you already have. 


RADIO STATIONS 


KOA W— Denver, Colo. KMA — Shenandoah, Iowa WJAG— Norfolk, Neb. 
KFYR — Bismarck, N. D. WIBW-— Topeka, Kansas KIOL — Omaha, Neb. 
WDAY — Fargo, N. D. WHAS— Louisville, Ky. WESG— Elmira, N. Y. 
WNAX— Yankton, S. D. WBZ — Boston, Mass. WJTN — Jamestown, N. Y. 
WMBD — Peoria, III. WBZA— Springfield, Mass. WADC— Akron, Ohio 
WTAD — Quincy, IIl. WELL— Battle Creek, Mich. WHKC— Columbus, Ohio 
WDZ — Tuscola, Ill. WIBM— Jackson, Mich. _ WHIO— Dayton, Ohio 


WOWO— Fort Wayne, Ind. WCCO— Minneapolis, Minn. KVOO— Tulsa, Okla. 
WFBM— Indianapolis, Ind. KFVS — Cape Girardeau, Mo. KSL — Salt Lake City, Utah 


WMT — Cedar Rapids, lowa KWTO—Springfield, Mo. WTAQ— Green Bay, Wis. 
WMT — Waterloo, Iowa KFEQ— St. Joseph, Mo. WCLO— Janesville, Wis. 


WHO — Des Moines, Iowa KOIL — Omaha, Neb. WKBH— La Crosse, Wis. 
- KGLO — Mason City, Iowa KFAB— Lincoln, Neb. 


National and State Farm and Poultry Journals giving a total circulation of almost 


8,000,000 


Country A superior product, 


Gentleman consistently adver- 
tised for a long 

Successful made PILOT 
Farming BRAND the pref- 


erence of poultry- 
men all over the 
country. 


Farm Journal 
Farmer’s Wife 


OYSTER SHELL PRODUCTS CORPORATION 
NEW ROCHELLE, N. Y. « ST. LOUIS, MO. « LONDON, ENG. 
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Merchandising 


from a recent Bradstreet report of business failures. Here’s 
the record of failures for one year: 

Incompetence, 34.4; inexperience, 4.7; lack of capital, 33.3; 
unwise credits, 1.1; others’ failures, 1.5; extravagance, 1.6; 
neglect, 1.3; competition, 1.9; specific reasons, 15.9; speculation, 
5; fraud, 3.8. 

Practically every reason is one of poor management—except 
“specific reasons” which deal largely with changing conditions 
for which the merchant can hardly be responsible. 

Every phase of merchandising comes under the head of man- 
agement but in this particular chapter we are thinking of certain 
broad principles that are not specifically connected with the 
major subjects of selling, advertising, buying, and financing. 

Organizing for Efficiency 

The workers of every store should be properly organized if 
the proprietor is to receive full value for the salaries paid. To 
some smaller merchants, the word organization carries with it 
the thought of a lot of “red tape”. This certainly is not the 
present writer’s conception of the word. As long as the propri- 
etor is also the sole employee of the firm, no organization of 
personnel is necessary. But just as soon as this proprietor em- 
ploys a girl or a man to help him, there must be some form of 
simple organization. 

No one with any horse sense would employ a man, and say, 
“Now just go ahead and do anything you see to be done 
around here”. Indeed not. If you employ a man, you will tell 
him—Now your job is to make deliveries and take orders as 
you deliver”. Or, “I’m hiring you to take entire charge of my 
books and to see that every item is properly charged, bills are 
sent out promptly and that collections are made.” There, in 
simple form, is organization. In brief, it just means that you 
divide the work and define as explicitly as possible each em- 
ployee’s task. 

Whether your store is large or small, certain functions must 
be carried on. The difference between the little store and the 
big one is that in the former, one person may be responsible 
for several jobs, whereas in the large store, there may be 
several persons on one job. 

Yes, it is possible to “over-organize”. It is possible to keep a 
great mass of records which are never used and to employ 
several people doing it. It is possible to attempt so many 
check-ups on employees that it requires the work of several 
people to keep up the system and, in many cases, the work isn’t 
worth the time put in. That’s over-organization. Then you will 
find in some businesses somewhat spoiled sons of hard working 
fathers holding down “supervisory” jobs that require only a 
fraction of their time. That represents another form of over- 
organization. The sound businessman will have no trouble 
detecting the useless organization, and eliminating it. 

Place Responsibility on Employees 

Most of us hate to be bossed but we respond well to effective 
leadership. Organization makes such leadership possible by 
making it convenient to place responsibility on the shoulders 
of your workers. After all, the way to test the value of an 
employee is to give him responsibility. If he stands up under 
it, you’re safe in loading more on him. Let your employees 
help plan your management program, and you'll find little 
difficulty in getting them to carry it out. 

To be sure, there must be supervision so that you'll know an 
individual’s work is being well done. But don’t be “picayunish” 
in that supervision. Hold your employees responsible for re- 
sults more than for the details through which those results are 
secured. That’s leadership. 

There are two sides to this employment question—yours and 
your employees. Both sides must be considered. Happy, con- 
tented employees are a tremendous asset to any store; better 
managers are realizing that more fully today. Such employees 


J UST how important good management is, may-be judged 
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Chapter 23. Management Principles 
—— By F. Harvey Morse 


Farm Supplies 


throw themselves whole-heartedly into their jobs and work 100 
per cent for the employer’s interests. Discontented employees, 
on the other hand, take little interest in their work, are careless 
and are frequently indifferent towards store customers. 

Be sure that your employees are in the jobs that suit them. 
That’s the first step in satisfying any worker. You may have 
an indifferent bookkeeper (or even a good one) who might be 
much more successful as a salesman. Through personal con- 
versation and by occasionally experimenting with such an em- 
ployee, you can discover such aptitudes. Again, one of your 
salesmen may have a flair for writing. Why not give him a 
chance to write some of your ads? On the other hand, you may 
have some employee who is obviously not fitted for your type 
of store. Such being the case, the fair thing is to give him the 
opportunity of placing himself where he is better fitted. 

It is only fair to an employee to pay him the market value 
or a little better for his services. The seniority plan of remuner- 
ation is entirely unfair. Here are two salesmen, we'll say, or 
two warehousemen both doing essentially the same amount and 
same quality of work. Why should one receive more money 
just because he has been with you a year longer? One salesman 
is selling twice as much goods as another; then surely he is 
entitled to a bigger salary, even though he has had less time 
with you than another man. Or if one truck driver gets over 
the territory more quickly and has a lower delivery cost than 
another, he too should be paid in proportion. 

You also owe it to your employees to provide suitable work- 
ing conditions. It isn’t fair to ask your office girl to work in a 
dark, poorly ventilated cubbyhole that is stuffy in summer, and 
perhaps cold in winter or overheated. It is only fair, that your 
premises should be maintained in a safe working condition with 
no unguarded elevator shafts, no rickety loading platforms, no 
dangerously stacked goods. 

Then there is this matter of punctuality and regularity of 
attendance. This factor is important in a mercantile business 
because of the necessity of being on hand to render the best 
service to the customers every minute during the day, from 
opening to closing time. A merchant, however, shouldn’t insist 
on absolute adherance to a set starting time and then expect 
his employees habitually to work overtime. 

Departmentalize Your Business 

Each line that you handle has its own individuality, so to 
speak. Some lines turn over more rapidly than others; in some 
the seasonal element is a more important factor than in others. 
Some lines repeat often; others don’t. People will buy some 
lines without question; you have to work hard to sell others. 
Some make you money. On some you may break even, on some 
you may actually have a loss. Your aim as a merchandiser is, 
as far as possible, to make each item pay you a profit. You can 
only know that you do this if you departmentalize your busi- 
ness—handle each major line as a separate store. 

Again, some dealers are apt to picture themselves putting up 
partitions, and building a number of rooms in their warehouses, 
one for feed, one for seed, one for fertilizer, etc. Such pro- 
cedure is entirely unnecessary in departmentalizing either small 
or large stores. As a matter of fact, if you are handling a num- 
ber of lines, you probably already have them departmentalized 
physically. That is, you will store feeds in one corner of your 
warehouse, fertilizer in another, seeds in another, peat moss in 
another, coal and sewer pipe out in the backyard and farm 
machinery in the building next door. That’s just the beginning, 
however. These lines must be departmentalized on your books 
as well. You should keep your sales records, turnover records, 
profit records and your cost of doing business records separate. 
Only then can you know which lines are really paying you. 
This matter is dealt with further in the chapter “Know Your 
Cost of Doing Business.” 


(Continued on Page Thirty-six) 
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WHATS THIS | 
about 
VITAMIN“E”? 


Q.. stions 
and 
nswers 


on vitamin E and 
other vitamins 


? 


Published by 
NORTHRUP, KING 
Minnesota 


Here, in handy booklet form—Northrup King 
gives you the answers to important questions con- 
cerning vitamin E, and its relation to reproduction 
and the raising of poultry and farm animals for 
profit. “What is the effect on an animal of an 
inadequate supply of vitamin E?” and “How can 
vitamin E increase the number of pigs per sow?” 
These are two of the many important questions 
that are answered regarding vitamin E and the part 
it plays in assuring topnotch reproduction and 
production. 


When vitamin E became available in a constant, 
stabilized form, Northrup, King & Co. was one 
of the first to take advantage of this important 
advance in scientific feeding, and to offer feeds 


EW BOOKLETS 
Tell About Vitamins 


enriched with definitely measured amounts of 
stabilized vitamin E. The addition of known 
amounts of vitamin E to Sterling feeds brings users 


real assurance of higher production and reproduc- 
tion. 


With the final success or failure of farm animal 
and poultry raising dependent on vitamin E—you 
owe it both to yourself and to your customers to 
know the facts about this reproductive and genera- 
tive vitamin. These facts are outlined in brief, con- 
cise form in Northrup, King’s two booklets 
“What’s This About Vitamin E?” and “More Pigs 
Per Sow With Vitamin E”. Be ready with the 
answers about vitamin E! Send for your free copies 
of these two valuable booklets today! 


NORTHRUP, KING CO. 


MINNEAPOLIS, 


DEPENDABLE 
SINCE 1884 


MINNESOTA 


| 
re Mee! | 
ry | Gentlemen: 
| Please send me without 
cost or obligation, your 
two booklets — “What’ 

ASK For Your Copies! | 
| and “More Pigs Per Sow 

| With Vitamin E”. 
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Customers Like Mill’s 
Friendly Spirit 


(Continued from Page Twenty-three) 


tion. It is not until it has proved itself 
and the buyer reports entire satisfaction 
that we consider the order really sold. We 
try not to be too enthusiastic in our claims 
but if we have had good results with other 
farmers, we quote these results. Once in a 
great while we find that we have too high- 
ly recommended some item. If this is the 
case, we do not try to lay the blame on 
the farmer and tell him that he did not 
use it correctly but admit that our judg- 
ment was wrong and offer to make good 
any damages the buyer may have suffered. 
In other words, we follow the Golden 
Rule with our customers. 


“The whole keynote of our business is 
friendly service. We are satisfied, not only 
from their words of friendship, but a!so 
from their continuance as customers, that 
we have won the friendship and respect 
of our community. Many customers come 
in our office to say ‘hello’ when they have 
no other reason for coming in. We do not 
consider these calls as interruption and 
no matter how busy we may be, we al- 
ways give them a hearty word of greet- 
ing. We inquire about their families, their 
crops, their pleasures, and whatever else 
interests them. We are pleased that they 
cal! at our house by the side of the road.” 


e E. C. KESSLER, vice president, Ames- 
Burns Co., Jamestown, N. Y., and his 
wife recently celebrated their 25th wed- 
ding anniversary- 
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Northwest Feed Group 
Revamps Setup 


The former Northwest Feed Manufac- 
turers association was revamped to in- 
clude distributors as well as manufactur- 
ers in its membership at a meeting held 
at the Hotel Nicollet, September 9. Rep- 
resentatives from approximately 35 firms 
attended. 

The name established for the new group 
is the Northwest Feed Manufacturers and 
Distributors association, and it will have 
for its purpose the “discussing of mutual 
problems in the industry with no intent of 
making regulations or policing individual 
members.” 

Charles McCartney, Minneapolis man- 
ager for the Ral!ston-Purina Co., was 
elected president; Charles Van Horssen, 
manager, feed department, Washburn- 
Crosby Co., Minneapolis, was named vice 
president, and Stan Osgood, Fruen Mill- 
ing Co., Minneapolis, was chosen secre- 
tary and treasurer. 

Selected on the executive committee to 
represent all of the groups included in the 
association membership were Mr. Mc- 
Cartney and Mr. Van Horssen, A. L. 
Stanchfie'd, Minneapolis feed broker; 
M. D. Jacobson, Swift & Co., South St. 
Paul; Earl Warner, Archer-Daniels-Mid- 
land Co., Minneapolis, and John W. Grif- 
fith, Northern Oats Co., Minneapolis. 

Dues for the new organization were 
tentatively set at $5.00 a year and it was 
decided that meetings should be held reg- 
ularly the second Tuesday evening of 
every second month. 


Mineral Mixers Reelect 
Clore President 


Dr. E. E. Clore, Hoosier Mineral Feed 
Co., Greenwood, Ind., reelecfed 
president of the Mineral Feed Manufac- 
turers association at the fifth annual con- 
vention held at the Medinah club, Chi- 
cago, September 2 and 3. J. S. Ahern 
was chosen vice president and L. F. 
Brown, Chicago, was retained as execu- 
tive secretary. 

Various phases of mineral feeding were 
discussed by the speakers. Dr. J. S. 
Hughes, Kansas State college, told of 
recent developments in the field and 
Prof. C. W. Carrick, Purdue university, 
analyzed poultry feeding problems. 

W. B. Griem, director of feed and 
fertilizer division, Wisconsin department 
of agriculture, briefly outlined the prin- 
cipal features of the new feed inspection 
law of that state recently put into effect. 
Transportation problems, with particular 
emphasis on milling in transit, were ex- 
plained by W. E. Fuller, assistant to the 
vice president of the Burlington & Quincy 
railroad. 

The entertainment feature of the con- 
vention was the annual golf tournament 
held on the afternoon of the first day at 
the Tam O’Shanter Country club. Prizes 
were awarded at the dinner which fol- 
lowed. 

Report of the membership committee 
revealed that the association had added 
14 new members during the year. 
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Feed Exhibits at Country Fairs 
Show Merchandising Tact 


HESE past several weeks, my little 

old ‘“jalopee” has wended its way 

over highway and byway in “making” 
some of the county and sectional fairs of 
the north central states. It has been most 
interesting. In many cases, the county 
fair has folded up and quit. In its place, 
I have seen some high'y successful 4-H 
club fairs. It seems to me that the 4-H 
club fair has more potentialities in the 
years ahead than the average county fair 
of today. 

A gentleman from the Gopher state 
introduced me to a farmer from southern 
Minnesota at one of the fairs. It was soon 
apparent that this Minnesota farmer is 
making money through feeding his pure 
bred herd. His feed and breed ideas are 
well worth hearing. This feeder told me 
he was at the fair to get suggestions. He 
takes no credit at all for his fine herd. In 
fact, he says all the credit for starting the 
herd and scientific feeding is due his son. 
The boy started the herd from a blooded 
calf as a 4-H club project. Through care- 
ful study he learned the best feeding 
methods. The father looked on approv- 
ingly. Now, he and his son are in partner- 
ship. They are making money and from 
what I learned, they must be pretty good 
feed customers for some dealer. It seems 
to me it is time well spent for any feed 
dealer to start and support the idea of 
a 4-H club fair in his own locality. Results 
will follow as sure as day follows night. 

* 

Another dealer was able to get a talking 
film from the factory that makes the feeds 
he sells. I noticed that his little theatre 
which took up all the space in his booth 
and the 20 or 30 seats were always filled. 

* « 

For decades, feed dealers have arranged 
displays through use of empty feed bags 
which carry the trade mark of this or that 
manufacturer. Nothing new about that 
one. But it was a new wrinkle to see the 
background of feed bags in one exhibit 
constantly in motion. Examination and a 
bit of inquiry showed that an oscilating 
electric fan behind the bags was the rea- 
son for the “action display.” And it was a 
display that got attention. 

*x* * 


I complimented a certain feed manu- 
facturer on his splendid display at one of 
the big dairy shows. He said, “the exhibit 
must be getting some attention. One of 
the livest dealers in this territory was in 
here yesterday. He complimented us on 
the display, saying he wants to borrow it 
for local use after we finish with it here.” 

* 

I was impressed with this idea at a 
display of minera! feeds. It has done more 
to impress me with the value and need of 
minerals in feeding than anything I have 
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® Can Be Put to Work 


By DON ROSS 


ever read or heard. It was a simple dis- 
play card reading something like this: 
THE ONE SURE WAY TO TELL IF 
YOUR HOGS NEED MINERAL 
FEEDS IS TO PUT IT OUT IN FRONT 
OF THEM. IF THEY EAT IT, THEY 
WANT AND NEED IT. In other words, 
“the test of the puddin’ is in the eatin’ ” 
as the old maxim puts it. 

* 


One of the feed dealer exhibits which 
seemed to be getting its full share of at- 
tention at a northern Iowa fair was tied 
around the ever popular guessing contest. 
In the center was a giant sized egg case, 
built exactly like the ordinary egg case 
used by all farmers. It carried a sign an- 
nouncing the contest and claimed the hon- 
or of being the world’s largest egg case. 
People were urged to fill in a card, put- 
ting down the number of eggs they be- 
lieved wou!d be required to fill it. I looked 
at the cards. They also asked for infor- 
mation concerning number of chickens, 
hogs and cattle raised. A space was left 
for each person’s name. It looked to me 
like a good way to build a good prospect 
list at small expense. 

* * 


I learned that this dealer had used a 
similar plan the previous year. It was 
tied around the idea of the world’s largest 
feed bag. The huge bag had been made 
by sewing empty burlap bags together 
with the printed side out. On that occa- 
sion, feeders and poultrymen were asked 
to guess the amount of feed required to fill 
the bag. Not an easy task either, he said. 
It gave the dealer the chance to talk feeds 
to a lot of customers and prospective cus- 
tomers as well as to build a good list of 


live prospects. 


“Put action in your displays,” said a 
representative of one manufacturing con- 
cern who was assisting his dealer at one of 
the fairs. This exhibit was built around 
the plan of a marine display in order to 
feature ke!p from the ocean. An aquarium 
was used, goldfish, castles, sand and all. 
People stopped to gaze at the fish swim- 
ming here and there. Questions invariably 
followed. This gave an opportunity to talk 
kelp and its advantages in ba'anced feed- 
ing. 

* 

Now for two newspaper advertising 
ideas which have nothing at all to do with 
fair displays. At Cedar Falls, Ia., two 
brothers have made a real success in the 
retail business. These men, John and Tony 
Berg, operate a couple of up-to-date 
stores. Naturally the stores stock many 
nationally known products. Among them 
are pet supplies, stock remedies and other 


on Sales Back Home 


items for the livestock feeder. Through an 
arrangement with the !ocal newspaper, the 
store was advised when advertising from 
manufacturers was received, featuring 
products such as those stocked by the 
store. Each time a “national” campaign 
was rece:ved and the product was stocked 
by Berg’s, a boldface type line was run 
below the ad. It read, “You Can Get it at 
Berg’s.” The store paid only for that one 
line yet received benefit of the entire ad. 
* * * 

The other advertising idea is one relat- 
ed to me by an enterprising feed dealer. 
He tries to give good, sound advice to 
feeders each time he runs a newspaper 
ad. It is his honest opinion that the ad- 
vertisements are really worth the time of 
all feeders and poultry raisers. In the 
same issue with his display ad, he runs 
a two-line classified ad reading, “WANT- 
ED, your attention for a few minutes. See 
Blank’s ad on page three.” The cost is 
- 20 cents an issue and worth 10 times 
that. 


Pot 


@ HERMAN STEUMKE, Merrill Ele- 
vator Co., Merrill, Wis., had an uninvited 
caller in his back yard recently which at- 
tracted firemen and the police. It was a 
150-pound bear which insisted on remain- 
ing in a tree and had to be shot down 
after futile attempts to capture it and 
its two cubs alive. The cubs escaped. 


© WILLIAM M. ANDERSON has been 
appointed representative of the dairy 
specialties division in the eastern azea for 
Kraft-Phenix Cheese Corp., Chicago. Mr. 
Anderson has had 11 years experience in 
poultry nutrition and poultry feed manu- 
facturing operations. His headquarters 
will be at Philadelphia and his territory 
will include eastern Pennsylvania, Vir- 
ginia, Maryland and New Jersey. 


@ YOUNG CARSTENS, son of Henry 
Carstens, Brillion Mill & Elevator Co., 
Brillion, Wis., returned recently after at- 
tending the poultry school conducted by 
Dr. Salsbury’s Laboratories at Charles 
City, Ia. 


@ L. A. DILLY has leased the Sioux 
Valley mill, Hawarden, Ia., from S. Q. 
French and will conduct a milling busi- 


ness in connection with his produce and 
feed enterprises. 


@ M. L. McELROY began work October 
1 as a member of the staff of the Millers 
National Federation, succeeding Arthur 
Chandler. Mr. McElroy has been  en- 
gaged for many years in commercial, re- 
search, cost accounting and sales promo- 
tion work and is a graduate of the Har- 
vard graduate school of business admin- 
istration. 
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Merchandising Farm 
Supplies by Morse 


(Continued from Page Thirty-two) 

Adequate records are the corner stone 
of retailing success. You can have a 100 
per cent sales force; you can do a lot of 
business and yet lose money. Your records 
are to your business what the water gauge 
is to a boi'er, or the light house is to the 
mariner, or the sign post is to the driver 
in a strange country. They show whether 
you are steering the business ship safely 
between the rocks of too heavy stock in- 
vestments, of slow turnover, low margin, 
and business bankruptcy to that ultimate 
safe goal of adequate profit. 

It would seem hardly necessary to lay 
emphasis on the importance of records, 


yet—here is just one of a number of 
actual cases that this writer has personally 
come in contact with. A certain Texas 
dealer had a very simple form of records 
consisting of two nails in a wall. On 
one nail he hung all bills receivable — 
on the other nail, all bills payable. When 
income tax time came around, the fun 
began. He invited the local banker to come 
over and make out his annual return from 
this disorderly array of information. 
Finally, the banker suggested that he join 
this dealer as a partner in charge of the 
financing. Now the firm has better records 
and it knows where it is going. 
Naturally it is impossible to cover in 
detail the principles of accounting in a 
work such as this. Suffice to say that your 
records should make it possible for you 


T 


Clancuncing . 


STORMES - TUDOR, INC. 


MANUFACTURERS AND DISTRIBUTORS 


AR 


to determine the following information: 

(1) Total sales per month by depari- 
ments, (2) Cost of doing business by de- 
partments. Various elements of the cost 
such as delivery expense, credit expense, 
etc., should be available, (3) Profit per 
month by departments, (4) Net worth of 
the business (difference between total as- 
sets and total liabilities). Increased net 
worth is not always a good sign—it may 
represent slow moving inventory. 

These figures are not sufficient to give 
a complete picture of your business. Your 
sales may increase but your inventory, if 
not watched, might increase out of pro- 
portion to sales and your turnover slow 
up. Consequently, you should divide your 
sales by the value of your inventory (at 
sales price) to get your turnover or ratio 
of sales to inventory. Comparing the ra- 
tios for various accounting periods you 
can judge better, the development of vour 
business. 

So too, your bank account may be in- 
creasing—but if you don’t watch what 
you owe, the liabilities may run so high 
that the assets are wiped out. For safe 
operation your current assets should be at 
least twice your current liabilities—a cur- 
rent ratio of 2 to 1. Also, it is revealing 
to have a year to year record of the ratio 
of net worth to debts. If your net worth 
is $10,000 and you owe $4,300, your debts 
would be 43 per cent of net worth. Nat- 
urally, you would like to see that percent- 
age reduced from year to year. Another 
similar suggestive ratio is that of met 
worth to fixed assets (divide your net 
worth by the value of your fixed assets). 

Again, your sales may be increasing but 


1, Easy to Attach. 


Organic Minerals from the Sea 


2. Won Fall Off. 
3. Lighter & Rustproof. 
4A. Costs Less. 


Special Trial Offer! 
$2.00 per 100 
$17.50 per 1000 


SATISFACTION OR MONEY 
REFUNDED 


AGENTS WANTED 


Write us for exclusive dealer arrangements. Why 
wait until your competitor gets the Mar-Vita fran- 
chise. If he does, you will regret it later . 


Write us today. Our price is low — your profit is 


large. We will give you advertising help and resale 
help. 


STORMES - TUDOR, INC. 


618-620 DES MOINES BUILDING 
DES MOINES, IOWA 


J. M. Tudor, Mgr. NATIONAL POULTRY PRODUCTS inc. 


LAKEWOOD ,W.J. 
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are you getting the money for what you 
sell? You may be willing to expand your 
credit business but you certainly want to 
know how much it is expanding in propor- 
tion to your sales—whether accounts re- 
ceivable are growing faster than sales. 
You should divide your net annual sales 
by the total of accounts and bills receiv- 
able to determine the ratio of sales to re- 
ceivable. 

Business ratios are of value because 
they make it possible to compare one’s 
financial situation one year with another 
and with definite standards. These stand- 
ards will vary so widely for different lines 
of business that few useful general ratios 
can be given here. To a large extent each 
merchant must develop his own standards 
based on past averages of performance in 
his own business. 

No less than once a month you should 
make up a trial balance to give you a pres- 
ent picture of your business. Such a trial 
balance will show you: 

(1) The total purchases for the period. 
(2) The total sales for the period. (3) 
The amount of cash on hand. (4) The 
amount of money in the bank. (5) The 
amount due from customers. (6) The 
amount due creditors. (7) The expenses 
of the period. (8) The trend of business 
from month to month (by comparison 
with previous trial balances). 

Some dealers have actually kept records 
that permit them to determine every eve- 
ning whether they made money during the 
day or not. It is wise to post customer 
accounts daily. However, monthly will 
usually be satisfactory for posting col- 
umn totals, drawing the trial balance and 
making financial statements. Summarize 
your financial condition any less frequent- 
ly and you lose the real value of records 
—to keep you constantly informed re- 
garding profits and loss—to help you 
change plans quickly should that be neces- 
sary. 

The double entry system of bookkeep- 
ing is to be preferred to a single entry 
plan largely because it is the only system 
that permits a check on the accuracy of 
your records. The farm supply dealer will 
require only two books—a ledger and a 
combination day book-journal. 

Financial Statements Valuable 

The final purpose of business records 
is to tell the merchant how much his 
business is worth at the end of any ac- 
counting period and whether it is making 
money or not. Information as to the finan- 
cial condition of the business is summar- 
ized in the balance sheet—a statement 
which lists the firms assets and liabilities. 
Net worth is represented by the difference 
between the two. This is the statement 
your banker will want to see when you 
apply for a loan. 

The task of management is to make 
every penny spent in the business produce 
a profit. To do that, waste of every sort 
must absolutely be eliminated. Are you 
wasting space? For instance, do goods 
that occupy space for which you are pay- 
ing rent, or interest on building invest- 
ment, produce an income to pay rent on 
that space? Is any of your space “clut- 
tered” up with junk that could be rele- 
gated to the scrap heap or the bonfire? 
A proper selection of stock will, of course, 
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help to a large extent to eliminate this 
waste. 

What about wasted time? Do your 
salesmen spend their time selling—or do 
they do a lot of general gossiping and 
visiting that could just as well be elimi- 
nated?. How about your inside sales 
group? Friendliness is essential, of course 
but such friendliness need not lead to 
long, time consuming conversations about 
everything in general. What do your in- 
side people do during slack time, just sit 
around on sacks or do they put in new 
window displays or arrange the stock in a 
more orderly fashion or read a good ar- 
ticle out of a trade paper or a good book 
on salesmanship? 

Then there’s waste of current supplies 
that could be eliminated in most stores. 
How many lights are burning in ware- 


rooms when no one is handling the stock 
at those points? Are all motors turned off 
promptly when not required for work? 
Are your automobile drivers aware of 
ways to economize on gas and oil? A num- 
ber of progressive dealers keep a monthly 
gas and oil report on each driver and 
adjust salaries accordingly. Is expensive 
stationery used for scratch pads? Do the 
rats and mice get into your stock and 
cause waste? Look around and you may 
find enough leaks which if plugged up will 
mean the difference between loss and 
profit. 


e WILLIAM M. KILLIGREW has sold 
his feed business at Corning, N. Y., to 
Valentine B. Pratt, Prattsburg. Mr. Killi- 
grew had operated the establishment for 
nearly 40 years. 


FEED to put quick 
finish on late pigs 


BIG 


FEED for giving 
fall pigs health and 
igor during winter 


JOBS 


@ Sterling Pig and Hog Balancer packs the punch to han- 
dle the three big feeding jobs that lie ahead. Sterling saves 
on corn while putting fast gains on feeder pigs. Sterling 
helps fall litters beat the handicap of winter weather. Ster- 
ling—fortified with reproductive Vitamin E—builds up the 
strength of nursing sows and assures ample milk flow. Han- 
dle Sterling Pig and Hog Balancer—the feed that always 
makes good—the feed that brings your customers back for 


more! 


NORTHRUP, KING & Co. 


Minneapolis, 


DEPENDABLE 
SINCE 1884 


Minnesota 
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A. B. ARCHER DIES 

A. B. Archer, veteran feed dealer, Cone- 
wango, N. Y., and former secretary and 
a charter member of the Mutual Millers 
& Feed Dealers association, died Sep- 
tember 21 of a heart attack. He was 76 
years o'd. Mr. Archer served as postmas- 
ter of his town for 40 years and was also 
active in civic and fraternal bodies. He 
was an ardent baseball fan and a player 


himself until he was 60 years old. Mem- 
bers of his former baseball team served 
as pall bearers. 


@ GEORGE JURSS, Farmers Equity 
Cooperative Co., Plymouth, Wis., left 
recently on an automobile trip to Califor- 
nia. The business will be operated by his 
sons, Fred and George, Jr., during his 
absence. 


this great event. 


MILWAUKEE 


BOOSTING 
NATIONAL FEED WEEK 


We are 100 per cent back of NATIONAL 
FEED WEEK and join with you in celebrating 
The feed business ranks 
among the leading industries in the world and 
we are proud of it and proud of the dealers and 
their constant, unfailing service to agriculture. 


Service, Quality and a Fair Price 


LA BUDDE FEED & GRAIN CO. 


WISCONSIN 


——Better Built Bags 


BAG FACTORIES - COTTON MILL - BLEACHERY 


Ohio and Pennsylvania 
Mills Are Merged 


Old Fort Mil!s, Marion, Ohio, and the 
Golden Grain Mills, Harrisburg, Pa., 
have merged and will be operated under 
one name, Old Fort Mills, Inc. 


New officers of the corporation will be 
P. Turner, president and general manager, 
responsible for production; R. Turner, 
executive vice president in charge of 
sales, and G. A. Holland, secretary and 
treasurer, who will be in charge of 
finances, purchasing and traffic. 


Old Fort Mi:ls was organized two years 
ago at Marion, Ohio, by P. Turner and 
Mr. Holland, formerly general sales man- 
ager and advertising manager respectively 
for Allied Milis, Inc. 


Golden Grain Mills, Harrisburg, was 
organized four years ago by R. Turner, 
formerly eastern sales manager for Al- 
lied Mills, and Charles Stitt, Thomas- 
ville, Pa. 


Both plants will be operated for the 
mixing of feeds and the processing of soy 
beans. In addition to the officers the board 
of directors will include Mr. Stitt, Thom- 
asville, and A. H. Donithen, Marion. 
Headquarters will be maintained at 
Marion. 


e ERNEST BOLLMANN, Sheboygan, 
Wis., has been added to the sales staff of 
the Paetow Co., Milwaukee, Wis., and 
will represent the firm in the Wisconsin 
territory. 


> = 


WERTHAN 


esse 


TALK asour sacs! 


(Quoted from Customer’s Letters) 


sy AFTER all, as we have said 

to you before, it is only 
typical of the service rendered 
by you whenever requested, and 
we appreciate your co-opera- 
tion more than we can tell you.” 


BaG CORPORATION 
NASHVILLE — NEW ORLEANS 


(WERTHAN)—— 


QBlEy 
PULVERIZED 3 
LIMESTONE 


FLED SUPPLEMENT 


Milled f Millers 


| MARBLEH 


MARBLEHEAD °'98"' 


Clean, Pure, Tunnel- 


Mined Limestone 


A quality product throughout, manu- 
factured from clean, pure special 
analysis limestone MINED from be- 
low—not quarried in the open. 
MARBLEHEAD “98” is produced 
under strict technical control—finely 
pulverized—93.3% Calcium Carbo- 
nate—96% through 200 mesh screen. 
Packed in safe, machine-sewed multi- 
ple-wall paper bags, BRANDED. 
Write for samples and prices. 


AD LIMESTONE GRITS 


All Grit - No Waste 
Will Not Crumble 


Our extensive deposits of high grade, 
high calcium limestone provide the 
best means to assure sound egg- 
shells and baby-chick bones. Turkey 
to Chick sizes. Special Canary Size 
for starter and growing mash trade. 
Packed in 100 lb. Osnaburg bags. 
Write for samples and prices. 


MARBLEHEAD LIME CO. 


160 No. LA SALLE ST. 


CHICAGO, ILL. 
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Southern Feed Mixers Ready 


For Dallas Convention 


ATEST deve'opments in the science 

of feeds and feeding will be presented 
to the Southern Mixed Feed Manufactur- 
ers association which will hold its annual 
convention at Dallas, Tex., October 14 
and 15. Headquarters will be at the Hotel 
Adolphus. 

The convention will follow immediately 
after the annual meeting of the Grain 
& Feed Dea’ers National association and 
many of the manufacturers plan on par- 
ticipating in both events. 

E. P. (Jerry) MacNicol, Memphis, 
secretary of the Southern association, as- 
sures all manufacturers who attend that 
they will be well repaid for their time 
and expense. 

“There is much ado these days,” he 
says, “about vitamins and their place in 
the feeding problem. For two years Dr. 
Kemmerer and the staff at Co!lege Sta- 
tion, Tex., have been minutely studying 
this question and they are ready to report 
their findings at the convention. Dr. Kem- 
merer has some real ‘eye-opener’ facts. 

‘Perhaps one of the outstanding author- 
ities on poultry nutrition in the South is 
R. M. Sherwood, chief of the division of 
poultry husbandry, Texas agricultural ex- 
periment station. He is a splendid speaker 
and will discuss ‘The Effect of Feed on the 
(Juaity of Poultry Products.’ 

“A leader in the national movement for 


more profitable poultry production will 
tell where the manufacturer fits into the 
program. He is A. H. Demke, past pres- 
ident of the International Baby Chick 
association, and every manufacturer 
should make it a point to hear his vatu- 
able comments. 

“Other features,’ adds Mr. MacNicol, 
“will be discussions on “The Effects of 
Maternal Vitamin A Deficiency in Swine’ 
by Fred Hale, chief of the division of 
Swine husbandry, Texas agricultural ex- 
periment station; ‘The Value of Trade 
Associations’ by C. J. Crampton, execu- 
tive secretary of the Da‘las chamber of 
comme:ce; ‘Congressional Views on the 
National Wage and Hour Proposal’ by a 
member of congress familiar with the 
subject, and open discussions on prob- 
lems pertinent to the feed industry.” 

Texas feed manufacturers will be hosts 
to the visiting delegates during the con- 
vention and will present a giittering pro- 
fessional floor show at the annual ban- 
quet which is to be held Friday evening, 
October 15. 

The annual golf tournament is to be 
held Friday afternoon on the beautiful 
course of the Dal'as Country club. Prizes 
will be awarded to the winners at the 
banquet in the evening. 

Other entertainment attractions will be 
the Pan-American Exposition at Dallas 


E. P. (JERRY) MAC NICOL 


and football games between Vanderbilt 
and Southern Methodist universities at 
Dallas, and the Texas A & M and Texas 
Christian universities at Fort Worth. 


@ WEBER BROS., Cedarburg, Wis., 
have begun work enlarging their ware- 
house and are planning to provide addi- 
tional storage space for ten carloads of 
feed. Much of the limestone used for 
the foundation is being taken from the 
rock excavated from the old Columbia 
mill site. 


new SOY BEAN 


serve entire Middle West 


Recently completed and now in service is the modern new plant 
of Swift & Company located at Champaign, Illinois—in the heart 
of the soy bean producing region. Capable of crushing more than 
a million bushels of soy beans per season, this efficient plant will 
enable Swift & Company to further extend its services to the 
feed industry. | 


From the soy beans, Swift & Company will manufacture soy 
bean oil, to be used in the manufacture of its nationally known 
shortenings and salad oils—and Soy Bean Oil Meal—to be 
marketed as feed. 


When in the vicinity, visit this modern mill. Available there is 
the same courteous, efficient service which has been so instru- 
mental in making Swift & Company one of the outstanding 
companies in its field. 


SWIFT & COMPANY 


SOY BEAN MILL - - CHAMPAIGN, ILLINOIS 
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NDUSTRY WAS THE.... 


W REMEMBER -- THE REAL BEGINNING OF THE PELLET FEED | 


CALIFORNIA PELLET MILL CO. 
733 Tehama St., San Francisco 


... and its huge capacity, variety of pellet sizes, 


economy of production, ease of operation, freedom 


from breakdowns and the quality of its finished 


products remain unequalled. 


COAST TO COAST 
GRAIN SERVICE 


INCORPORATED 


MINNEAPOLIS, MINN. 
761 Chamber of Commerce 


Country Offices 


Grand Forks, N. Dak. 
Sioux Falls, S. Dak. 
Lincoln, Neb. 


Fairmont, Minn. 
Marshall, Minn. 
Williston, N. Dak. 


Sac City, Iowa 

Terminal Offices 
Duluth Buffalo Kansas City 
Milwaukee Albany St. Louis 
Chicago New York Portland 
Green Bay Boston Spokane 
Cedar Rapids Omaha Seattle 
Toledo Memphis San Francisco 

Los Angeles, Calif. 
Winnipeg, Man. Montreal, Que. 


Cargill, Incorporated, Seed Division 
Box 54, Minneapolis. 


SALT 


Highest Quality 


Prompt Service 


MorTON SALT COMPANY 
MILWAUKEE WISCONSIN 
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KRACKED 


KORN 


@ CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


TOO DISTANT 

Rastus: “Dat child 0’ yourn am mighty 
slow learnin’ at school. How does yo’ all 
account fo’ dat?” 

Hambones: “Well, de school am two 
miles from heah, an’ dat chile don fo’gits 
all de teachah tells him fo’ he git half 
way home.” 

* 
STILL LUCKY 

“My husband left me a million dollars 
when he died.” 

“My, you’re awfully lucky!” 

“Oh, I don’t know. I had five million 
when I married him.” 
* * 
TRUE COMPARISON 

A city and a chorus girl are much alike 
tis true. 

A city’s built with outskirts, and a 
chorus girl is too. 

* 

Then there was the fellow who was so 
hairy that he had to use a brush to see 
the face of his watch. 

SLIGHTLY REBUILT 

Feed Dealer: “I’m a self made man.” 

Salesman: ‘“You’re lucky. I’m the re- 
vised work of a wife and three daughters.” 

Ok 
OBEYING ORDERS 

Mother: “Son, never put off until to- 
morrow what you can do today.” 

Bobby: “Then, ma, let’s finish up that 
pie and do it right away.” 

x 
VERY CONSIDERATE 

Feed Dealer (awakening after opera- 
tiom): “Why are all the shades drawn?” 

Doctor: “There’s a fire across the 
street and I didn’t want you to wake up 
and think the operation is a failure.” 

* 
BOARDER COWS 

If boarder cows were leopard cats 

And sprouted claws and spots, 

The farmer’d get his shotgun out 

And gun ’em full of shots. 

But boarder cows are much too wise 

To show their natures true, 

They’ll eat you out of house and barn 

And still want cud to chew. 

* * * 
COLD BEANS 

First Cannibal: “Is I late fo’ dinner?” 

Second Cannibal: “You is; everybody’s 
eaten.” 

* 
POOR ERMA 

Dealer’s Son: “Mom, can I go to the 
zoo to see the monkeys?” 

Mother: “Why, Vernon, shame on 
you! The idea of wanting to go see the 
monkeys when your Aunt Erma is here!” 

* * 

Then there was the prospector who 
couldn’t sleep nights because he had a 
lode on his mine. 
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CORNHAY WEEKLY NEWS 

Bruno Scagg, when asked why he al- 
ways takes a razor with him to the barber 
shop, says he carries it along so he can 
defend himself. 

The Cornhay restaurant advertises that 
its soup is just like its hash, only a little 
looser. 

Grandma Smith is very low as we go to 
press. If she dies she will be buried 
Sunday. 


N EGG MASH 


| NS 


BUSY EVENING 


Blonde: “Last night my boy friend gave 
me a quarter. for every kiss I gave him.” 
Brunette: “Why are you telling me?” 
Blonde: “I thought maybe you could 
tell me where to buy a yacht.” 
* 


REALLY PROTESTED 


McCarthy: “Did you protest against 
the movie that represents the Irish as 
disorderly?” 

Murphy: “Did we? We wrecked the 
place.” 

* * * 


Paul: “Does your tooth still hurt?” 

Albert: “I don’t know.” 

Paul: “What do you mean by I don’t 
know?” 

Albert: “TI left it at the dentist’s.” 


NORE 


jwavas 


iC AGO, 


Invite Feed Buyers 
mwith Attractive Windows m= 


Well dressed display windows are the sure sign of a 
wide-awake, progressive feed dealer. IT’S EASY for 
Wayne Dealers to have showy, business-pulling win- 
dows. Wayne supplies attractive display materials. 
Wayne Feeds are quality feeds—backed by a year- 
round advertising and merchandising plan. 


You'll find it easy to increase your business with the 
Wayne Franchise. Write for details, today! 


NAME 


ALLIED MILLS, INC., FORT WAYNE, INDIANA 


Gentlemen: Please send me your Wayne Merchandising Program for selling 
‘Wayne Laying Mashes this fall and winter. 


ADDERSS 


= 
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Your Grains PLUS 


Conkeys Y-032% Supplement 


Makes the Ideal Mix for Your Poultry Trade 
The abundance of small grains gives Feed dealers this year 


dial an especially good opportunity to develop trade 
gums on their own mixes. By using as a base the 
Conkeys’’ 


lower cost grains which are not suitable for 
milling and mixing with— 


(Conkeys Y-032% Supplement 


Rich in Vitamins A, B, D, E and G 


—you can meet cheap feed competition and at the same 
time deliver a Poultry Feed of exceptional producing 
quality. Conkeys Y-O 32% Supplement adds just those 
proteins and minerals which home grains lack and in 
addition provides, through the Y-O it contains, an 
abundant potent supply of the important health and 
growth vitamins A, B, D, E and G, derived from Cod 
Liver Oil, Brewers’ Yeast and Wheat Germ Oil. 


Use Conkeys Y-O 32% Supplement in your 
, own mix and tell your customers about it—and 
Ws the savings you can make them on a real 
= quality feed. 


The G. E. Conkey Co. onto 


Opportunity for dealers in new fertilizer 
consuming territories. Write 


Virginia-Carolina Chemical Corp. 
= EAST_ST. LOUIS, ILLINOIS 


Fretz Found His Salvation 


In Modernizing Plant 
(Continued from Page Nineteen ) 


are lower, so that our chick business keeps 
us going with a steady flow of profitable 
sales when feed stuff sales are slack. As 
the hatching season tapers off, feed grind- 
ing and feed sales increase again, thus 
affording a more even spread of sales. 
Added to these two factors, we sell poul- 
try and live stock foods, fertilizer, salt, 
poultry remedies, poultry equipment, in- 
cluding electric brooders, field and garden 
seeds. All of these lines are standard and 
nationally advertised. It is our experience 
that national advertising breaks down 
sales resistance, lifts our store to a high- 
er plane of public acceptance and inspires 
public confidence in our organization. 
Market for Brooders 

“As rural electrification is proceeding 
by leaps and bounds, we find a steady de- 
mand for electric brooders. Farmers tell 
us they not only like them but that they 
are economical to operate. While the vol- 
ume of our chick business dropped to 89.- 
000 during the 1937 season as a result of 
high cost of grains, combined with too 
low prices for layers and friers, an 
abundance of grains this year, plus al- 
most certain higher prices for poultry 
products next year, we believe the 1938 
spring season will show a vast improve- 
ment in the poultry industry, which can 
only mean more sales for us, and we are 
planning our activities accordingly for 
next spring season.” 

The R. C. Fretz Feed Co. believes 
thoroughly in advertising its products 
and service. Over a period of 12 years. 
experience has shown beyond doubt that 
advertising pays. 

“Just be yourself in preparing your 
letters and price lists,’ Mr. Fretz says. 
“Just tell the people what you have to 
sell—what service you can render and 
then ask them to come in. Next in line, 
but of equal importance is a free gift. 
It need not be expensive but something- 
for-nothing is always acceptable, builds 
good will, keeps your store in the public’s 
mind. One of the best little stunts we 
have ever used is a short lead pencil with 
a metal slip-cover over the lead—one 
that farmers can carry in their overall 
pockets. It is so handy that they keep it 
constantly. Our name and address printed 
in large black letters keeps our name be- 
fore them. We frequently give away 
thermometers, sometimes going to as 
much expense as 85 cents for a single 
gift. We do not send these out promis- 
cuously but just hand them out to store 
customers. This kind of advertising pays.” 

Welcomes All Salesmen 

Mr. Fretz still operates his own farm, 
devoting this feature exclusively to buy- 
ing, feeding and selling of hogs and cat- 
tle. The 1937 season has been a profit- 
able one, both on his farm and in the feed 
business. He likes to travel. This is his 
chief hobby. Nothing suits him better 
than to put the family in the car and take 
a long motor trip each year wherever 
fancy dictates. He is genial, friendly and 
likes a good time but withal this he is 
serious minded and wants to acquire more 
and more knowledge in his line of work. 
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Eastern Federation Outing 
Unravels Many Problems 


(Continued from Page Eight) 


frontier must have strong links in their 
chain of defense. They must speak with a 
loud political voice that will be heard 
wherever the interests of the independent 
feed dealer are attacked.” 

Following Mr. Golden’s appeal for or- 
ganization, Charles A. Thompson, agri- 
cultural agent for Burlington county, 
N. J., spoke on “The Heifer and the 
Traveling Salesman.” To those feed men 
who were unacquainted with Mr. Thomp- 
son, his talk turned out to be serious de- 
spite the title of his subject. The heifer 
he said represented the many herds of 
dairy cattle that must be fed, and the 
traveling salesman was the man that of- 
fered the feed for this necessary purpose. 
And too often the agricultural agent was 
asked to recommend feed ingredients of 
doubtful value, and at other times his 
duty was to discover feed ingredients that 
were offered for sale with intent to de- 
fraud. By inference one learned that the 
traveling salesman was not always just 
what he should be. 

Need Farmer’s Confidence 

Before Mr. Thompson got along to his 
discussion of feeds and feeding, he ex- 
ercised his no mean ability as an anecdot- 
ist. And each of his story had a point that 
applied either to the feed business or to 
its trade associations. 

“After all,” he said, “the feed dealer’s 
interests are the farmer’s interests. Nat- 
urally, then, the feed dealer should have 
the farmer’s confidence. This confidence is 
gained by showing the dairyman how to 
produce 100 pounds of milk at the lowest 
cost, and by taking care that the newer 
feeds that are suggested are of proven 
value. 

“The mixing of feeds at home in the 
farmer’s own building is no longer em- 
phasized, for there is confidence in ready 
mixed feeds. However, one particular 
thing to do to build confidence is to show 
the farmer the best feeding to produce 
milk at a profit.” 

President Thompson, having learned 
that the interests of the Cooperative 
Feed Dealers, Inc., of Binghamton, were 
thought by some to run counter to the 
progress of the federation, and further 
that F. C. Daniels, vice-president of the 
Cooperative Feed Dealers, Inc.. was at- 
tending the outing, invited Mr. Daniels to 
speak. 

Mr. Daniels spoke at length. His de- 
scription of the exact functions of the co- 
operative was complete. It became ap- 
parent immediately that his organization 
was not trying to accomplish the same 
objectives as the federation, but that it 
had been successful in making money for 
its members under the able leadership of 
Herbert R. Barndt and the co-operative 
spirit of its members. 

B. D. Simmons who had been one of 
the earliest members of the federation 
recalled the first meeting of many feed 
dealers in Sussex, N. J., when an associa- 
tion was formed that afterward grew into 
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the federation. Mr. Simmons complained 
of car door sales of feed to farmers in his 
district. He named names and specified 
figures. Could the federation correct this 
poor business practice, he wondered. He 
felt that he was entitled to relief from 
this sort of competition. By vote it was 
decided that a committee should be ap- 
pointed to look into the facts. 

At the close of the meeting Paul B. 
Wertz of Reading, Pa., was awarded the 
door prize. The prize for the greatest 
distance traveled by a retailer member to 
reach the meeting went to Fred M. Mc- 
Intyre, Potsdam, N. Y. A year’s member- 
ship in the federation was given as a 


prize to Frank Morrison of Rensselaer 
Falls, N. Y., as he was the non-member 
retailer who had traveled the greatest 
distance. 


Federation Notes 


James H. Gray Milling Co. had the 
largest de'egation—five in all. 


* * * 


The secretary inadvertently locked his 
wife in her room. Such a time! 


* * * 


Lionel True’s shot at the water hazard 
had perfect trajectory, windage and dis- 
tance. 

* * 


The Hoffeckers took home the prizes, 


Under the glass top of Vice-Presi- 
dent Wm. Sample’s desk im St. Louis 
és the Formula for "Successful Feed 


Retailing” shown above. 


OLUME, sold at sufficient MARGIN, minus reasonable 

EXPENSE, equals PROFITS! It has been Purina’s yardstick 
through more than forty-five successful years of helping dealers 
make Checkerboard Chows their most profitable Franchise. 


Purina gives you VOLUME because the Chows are especially 


designed to build permanent business. Customers stick. And 
because you give them more meat, more milk, more eggs, you 
are justified in asking and can get wider MARGINS than are pos- 
sible with other feeds built to appeal to price-shoppers only. 


Purina’s entire Sales and Advertising Program is at your 
command to help you increase VOLUME. Store-tested mer- 
chandising plans help you to bigger MARGIN. Also available 
are proven Expense Control plans to help you move the greatest 
possible volume at the lowest possible EXPENSE. With you at 
the helm, PROFITS are assured! 


Today — take the money-making steps to put this profit- 
building formula to work in your business . .. drop a card in 
the mail asking your Purina Salesman to call. 


PURINA MILLS, 923 South Eighth Street, St. Louis, Mo. 
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first ladies’ bridge and second gentlemen’s 
golf. 


* * 


The resolutions committeemade a trip- 
le play, True to Carpenter to Purves. 
* * * 
Mrs. Fred Hile won a bridge prize. 
* * * 


Mrs. Donner, Mrs. Kayhart and Mrs. 


Albert Thompson gave the horseshoes a 
whirl. 
* * * 


W. A. Rosenbach noted on his registra- 
tion card, “Flew from Chicago.” 
Mrs. George H. Strongentertained an 
interested group with adventures in an- 
tiquing. 


Austin W. Carpenter explained how he 
had chased congressmen of two states in 
an effort to get one to speak after the 
dinner. No congressman could have told 
the diners any better stuff than Carp did. 


ILLINOIS 
Otis Kimball has been named manager 
of the Aledo Zipper feed store, Aledo. 


Barrington Produce Co., Barrington, 
has opened a branch feed store in Des 


Sell Poultry..Dairy Sanitation at a Profit Pires. 


Safe: Effective-Economical 


@ Because it is so handy to use, so economical and so effective, poultrymen 
and dairymen become immediately enthusiastic about HTH-15. Stock this 
modern disinfectant and cash in on a year ’round profit maker. 


How HTH-15 is Used 


Poultrymen use HTH-15 as a dust to control colds and other respiratory 
diseases. They put a little in drinking water to check spread of disease. They 
use HTH-15 solutions to disinfect incubators, brooders, poultry houses 
and equipment. 


Dairymen use HTH-15 solutions to sterilize dairy equip- 


ment. It kills bacteria, keeps bacteria counts low. HTH-15 > = 


meets the requirements of sanitary codes everywhere. It is | \ } 
safe to use on dairy metals. . 


Comes in Powder Form ay ¢- 


Easy to handle—easy to use. A handy mea- 
suring spoon in every can—just add to water : 
as needed. No waste from loss of strength, : . 2 
container breakage, freezing or lumping. 
Economical for user—an easy seller for you. 


Write for full details of our dealer proposition. 


CHECKS COLDS, ROUP, 
BRONCHITIS*STERILIZES 
POULTRY EQUIPMENT 


Harvey Hiatt has opened a feed store 
at Sterling. 

Hunter McFadden, 81, pioneer resident 
of Champaign and a former proprietor 
of a flour and feed store in that city, 
died September 26. 

H. L. Smith has completed an addition 
to his feed store at St. Elmo. 

Ray B. Ponder will open a seed store in 
Hammond soon. 


JOINS PAETOW CO. 
Lin Williams, for 20 years associated 
with the feed trade, has joined the Pae- 
tow Co., Milwaukee, Wis., and will rep- 


resent the firm on its complete line of 

lt te | products. Mr. Williams will retain at the 
ey same time his present position as district 
rf pA manager of the Dawe’s Vitamelk Co., 
~AL Chicago. The Paetow Co. will also handle 


Dawe’s Vitamelk with stocks maintained 


S . at its warehouse recently opened in Mil- 


STERILIZES DAIRY EQUIPMENT 
KEEPS BACTERIA COUNTS LOW 


waukee. Mr. Williams is well known to 
the trade in Wisconsin and other states 
and his many friends in the industry join 
in wishing him success in his added asso- 
ciation. 


613 


PouNDs NEY 


100 POUNDS NET 


THE BIG THREE 


among protein feeds 


Buffalo Corn Gluten Feed (25% Protein) 
The Standard for nearly half a century. 


Buffalo Sweetened (20% Protein) 
Contains Corn Sugar Molasses which is rich in 
Dextrose, the food energy sugar. 

Diamond Corn Gluten Meal (43% Protein) 


The ideal vegetable protein ingredient for poultry 
and turkey rations. Contains Vitamin A in good 
measure. 
Available in straight or mixed cars which can also include 
CO-PRO-CO CHIPS, our new dog food ingredient. 


CORN PRODUCTS SALES CO. 
NEW YORK CHICAGO 


Win More New Customers 


During National Feed Week 


by featuring a complete 
line of 


WISCONSIN 


@® DAIRY FEEDS 
@® POULTRY MASH 


NORTHERN MILLING CO. 


WAUSAU.WISCONSIN 


CALF MEAL 


‘The Feeds that Build up Your Business” 


NORTHERN MILLING Co. 
Since 1883 
Wausau - - Wisconsin 


"x “Better Feeding Brings Bigger Profits” 
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The MATHIESON -ALKALI WORKS (Inc.) * 60 EAST 42nd STREET, NEW YORK 
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Hail to National Feed Week 


By EMIL J. BLACKY 
Sing the praises of the feed man, 
Raise his banner high, 
He is mankinad’s benefactor 
Loft him to the sky. 
He is loyal to his station 
Working arm in arm, 
With those good men of the nation 
Back there on the farm. 
You will find him always searching, — 
Giving new ideas birth, 
As he puts in balanced rations 
Raw materials of the earth, 
So the feeder from his livestock 
May increase his worldly store, 
And deposit several dollars 
Where he had but one before. 
Yet for all this faithful service, 
Little credit does he claim 
When he really should be granted 
Honor in the hall of fame. 
Therefore, let us pay just tribute, 
For his service to the nation, 
During this, his National Feed Week, 
As we join in celebration. 
Sing the praises of the feed man 
Raise his banner high, 
He is mankind’s benefactor, 
Loft him to the sky. 
FEED CONTROL MEETING 
The 29th annual convention of the As- 
sociation of American Feed Control Offi- 
cials will be held at the Hotel Raleigh, 
Washington, D. C., November 4 and 5. 
As in previous years feed manufacturers 
will join the control officials at the meet- 
ing. Ralph C. Field, president, American 
Feed Manufacturers association, will be 
one of the principal speakers. Many topics 
of interest to the feed industry are to be 
discussed. 


OPEN BRANCH OFFICE 

Health Products Corp., Newark, N. J., 
has opened a new midwest office at 507 
St. Louis Mart, St. Louis, Mo., for the 
distribution of Clo-Trate cod liver oil 
which is produced by the firm. The Chi- 
cago offices located in the Merchandise 
Mart building, Chicago, have been closed 
and the midwest territory will henceforth 
be served out of St. Louis. The distribu- 
tive outlets of the company, according to 
W. R. Cassell, director of the special 
markets division, have developed to a 
degree where a greater area of the middle 
west and the south may be more effec- 
tively served from a central location. 


e HERMAN J. SENO has purchased the 
half interest of his brother, William Seno, 
in the feed mill at Slades Corners, Wis. 
He is improving the plant and is building 
a 32x30 ft. warehouse. 


e ELMER C. STOWE, president, Stowe 
& Rondeau, Inc., East Hartford, Conn., 
was buried October 2 at Westerly, R. I. 
He had been in the feed business for the 
past 28 years. 
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e P. J. OESTERLING & SON, INC., 
Butler, Pa., have made numerous im- 
provements to their mill including the 
installation of a high speed molasses 
blender. 


NUTRITION SCHOOL 


A nutrition school for feed manufac- 
turers and distributors will be held by 
the New York State college of agricul- 
ture, Cornell university, Ithaca, N. Y., 
October 26, 27 and 28. Lectures and dis- 
cussion periods will be under the direc- 
tion of the poultry and animal husbandry 


99 


upper’. 


“What a figure you 
have, Vita. ’'d give my 
=>\_ left wing for curves 
~ ~ like yours.” 


“It’s easy, Lena. Just 
make sure that your 
diet contains VITAND. 
It’s the grandest ‘Fill- 
er-outer’ and ‘Builder- 


REG. U. S. PAT. OFFICE 


CoD LIVER OIL CONCENTRATE 


400 a.0.4.c. Vitamin D chick Units per Gram 


department of the school. Among the 
subjects to be presented is “The Impor- 


_ tance of Quality Protein in Livestock 


Feeding,” by F. B. Morrison, well known 
author of the book, “Feeds and Feeding.” 
Numerous other phases of poultry and 
animal feeding will also be discussed by 
experts in these departments. A large 
attendance of feed men is expected. 


e BLINN MILLING CO., Unionville, 
Pa., has resumed business in a new 
building replacing the one destroyed by 
fire last winter. 


a 


e CHARLES F. REEVES, Reeves Grain 
& Fuel Co., Charlotteville, Ind., has just 
returned from a late fishing trip to north- 
ern Wisconsin. 


3000 a.0.4.c. Vitamin A. P. XI Units per Gram 
VITAND makes all the difference between 


PROFIT AND LOSS 


The VITAND way is the positive way to insure perfect 
health, and strong bones that will pay big dividends in 


superior egg productivity. 


For Profit Rise—VITAND-ize 


Our own Biological Laboratories guard the standard 


quality and uniformity of VITAND, constantly. 
FEED PRODUCTS DIVISION OF 


INCORPORATED 


FOUR SIXTEEN DIVISION STREET - BOONTON oN. J. 


« CAMBRIDGE, MASS. 
Sales Ofic es: 282 Portland Street 


Vitand Warehouse Stocks at: 
HOMER, MICH., LANSING, MICH., NORTH JACKSON, 


15 East 26th Street 


NEW YORK CHICAGO 


Palmolive Bldg. 
BOONTON, N. J. 
JANESVILLE, WIS. 
0.. DAYTON, O. 


CHICAGO 
MINNEAPOLIS 
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DAISY BATCH FEED MIXERS 


The finest batch mixers on the market. 
Horizontal type. Capacity 14 to 2 tons 
per batch. Loads, mixes, discharges and 
sacks a ton batch in 12 minutes. Small 
power required. Only 3 H. P. on 1-ton 
size. Exceptionally compact. Floor level 
loading hopper. Motor or belt drive. 
Write us for complete information and 
low factory-to-user prices. 


R.R. HOWELL & Co. 


2 Malcolm Ave. S. E. 
MINNEAPOLIS, MINNESOTA 


DAISY 
FEED MIXER 
HOWELL & CO. 


MINNEAPOLIS. 
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Quick Service for Feed Mixers 


HE Stratton Grain Co., Distributors of ‘“‘Vi-Test 

STRATTON 400” (fortified) and “Vi-Test 100” (straight) Cod 
Liver Oil, will give you quick service. They carry 

GRAIN co. stocks of ‘‘Vi-Test’” in Milwaukee. Every lot of oil 


has been tested both by the approved U.S.P. method 
= on White Rats and the A.O.A.C. method on oe f 

Chicks. All Vitamin A & D potencies are certified. 
Carry Stoc of “Vi-Test 400” is guaranteed to contain not less than 
3000 USP. XI units of Vitamin A and 400 AOAC. 
chick units of Vitamin D per gram. 


For quick service in your territory and attractive 
prices, write to 


Stratton Grain Co., Milwaukee, Wis. 


GUNNING & GUNNING 


Manufacturers of “Vi-Test’? Cod Liver Oil 
601 W. 26th St., New York, N. Y. 


In Their Milwaukee Warehouse 


Form New Organization 
To Distribute Feeds 


Stormes-Tudor, Inc., a new feed firm, 
has been established with headquarters at 
618 Des Moines building, Des Moines, Ia. 
The company will specialize in the sale 
and distribution of Marvita, a fish meal 
and kelp combination, Clo-Trate cod liver 
oil, milk by products and other specialties. 

Officers of the new firm are C. M. 
Stormes, Des Moines, president; R. V. 
Anderson, Los Angeles, Cal., vice presi- 
dent; J. M. (Milt) Tudor, Des Moines. 
secretary, and Walter C. Berger, Des 
Moines, treasurer. 

The Mar-Vita manufacturing plant is 
located in Los Angeles. All sales will be 
handled from the Des Moines office under 
the supervision of Mr. Tudor who 
possesses wide experience in the feed in- 
dustry and is an expert judge of livestock. 

Mr. Stormes, the president of the new 
company, is manager of the Iowa Feed 
Corp., Des Moines, which he will continue 
and has been an active distributor of feeds 
in Iowa for the past 25 years. Mr. Ander- 
son, the vice president, was manager of 
a large flour mill for ten years, and for 
the past seven years has been a manufac- 
turer’s agent of feeds. 

Mr. Berger, the treasurer of the new 
corporation, formerly served as district 
feed manager for a flour milling concern 
and later became connected with the cod 
liver oil industry. He is owner and man- 
ager of the Des Moines Oat Products Co., 
which he will continue to operate. 


FEED WEEK 


THE DEALER DESERVES PRAISE 


The farmer's best friend is his feed dealer. It is he who may be 
found at his post day and night to help his customers in solving 
their problems; in extending credit when money is scarce; in 
presenting the latest in the science of feeds and feeding with the 
practical application of increasing the farmer's profits. 


And so, we dedicate National Feed Week to the feed dealer, the 
farmer's best friend, and the most important cog in our great feed 


a) 


BETTER FEEDING BRINGS Aigger PROFITS 


CLINTON GLUTEN FEED .. 
CAKE MEAL 
GRITS . . . DAWE’S VITAMELK . . 
MEAL . . . ONYX DRIED GRAINS . . 


GRAIN & STOCK EXCHANGE 


DISTRIBUTORS OF 


. CLINTON SOYBEAN MEAL . . . CLINTON CORN OIL 
CLINTON SWEETENED GLUTEN FEED 
- MALT SPROUTS .. . MILL FEEDS .. . OIL 


- BREWERS DRIED GRAINS . . 
REEF OYSTER SHELLS AND ALL GRADES OF GRAIN. 


STRATTON GRAIN COMPANY 


BLACK GRANITE 


. PURITAN 


MILWAUKEE 
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Cleanliness Plus Good 
Displays Win Trade 
(Continued from Page Twenty-six) 


city like that naturaliy presents its prob- 
lems. Of course, there is some feed busi- 
ness within the corporate limits of the 
city and this is welcome business. Some 
of the feed buyers in the city of Spring- 
field are on the mailing list of close to a 
thousand names. Frequent mailings are 
sent to the entire list. 

An interesting idea is being considered 
in connection with direct mail advertis- 
ing. While the store has a list of several 
hundred feed buyers, it is felt that a larger 
list can be built. 

The plan is to send out a carefully pre- 
pared mailing to a big list of boxholders 
on rural routes in the area served. An 
inquiry card will be included along with 
other material. Those farmers who send 
the card back will also be added to the 
active mailing list. 

Classified advertising in local newspa- 
pers is also included in the store’s busi- 
ness building program. Seasonal products 
are featured in these brief, newsy mes- 
sages. 


Mr. Evans and his associates go out per- 
sonally and solicit the business. And it 
pays them well! 

@ THEUNE BROS., Oostburg, Wis., are 
installing a new Diesel engine and a new 
building is being constructed to provide 
space for the motor. Two bulk grain 
storage bins will also be erected. 


STAF-O-LIFE BOOKLET 


“Poultryman’s Handbook” published 
by the Royal Stafolife Mills, Memphis, 
Tenn., is ready for distribution. It has 
an attractive color cover and contains 96 
pages of information on poultry feeding 
and management with appropriate illus- 
trations throughout. Copies will be fur- 
nished free to dealers on request. 


MAKE BIG PROFITS 


Selling Red Heart 


Aromatic Cedar 


KENNEL BEDDING 


Endorsed by America’s famous dog experts 
and kennel owners. A natural enemy of 
fleas and disease, it keeps feet, body and skin 
in healthy condition. Reduces odors and 
makes uy coats. Made of specially pre- 
pared shavings taken only from the pungent 
heart of red cedar. 


ALSO SOLD FOR MULCH, LITTER, ETC- 
Feed dealers make big profits selling Red 


EXTRA PROFITS 


Price of two 50-lb. bags only 
$3.50 delivered east of Missis- 
sippi River. Retails at $3.00 
per bag. Prices of other quan- 
tities on request. 


Heart Aromatic Cedar Kennel Bedding to 
dog owners. Also widely sold to rose grow- 
ers for mulch and to combat weeds and to 
farmers to drive odors, lice and vermin from 
poultry houses. Always a big seller for pro- 
tecting clothing against moths. 


YOHO & HOOKER LUMBER CO. 


529 Williamson Avenue YOUNGSTOWN, OHIO 


FEED MIXERS 


ding the Parad 
ea ing € ara © That do the best job 
in the shortest time 
QS = ELECTRO CALCIUM CARBONATE—98% to and with the least 
99% pure calcium carbonate dispersed by an cost. 
exclusive process developed in our laboratories. * 
Flows more freely, mixes more readily, and 
stays mixed more uniformly than regular cal- 
cium carbonate. 


The store management believes that 
farmers read classified advertising more 
closely than people living in the city. The 
results of such advertising have proven 
so satisfactory that the plan is being con- 
tinued. 

But in spite of all the store displays, 
direct mail, newspaper advertising, splen- 
did store arrangement and other things, 


You are assured of a depend- 
able feed mixing service when 
you install this modern and im- 


IODIZED CALCIUM CARBONATE — also proved UNIQUE Self-Loading 
made by our exclusive process which combines Mixer. It is the result of good 
(not mixes) a definite tiny amount of iodine engineering and careful attention 
with every calcium particle. Assures absolutely to details that insures thorough 
uniform iodine inclusion in feeds and mineral and accurate mixing, low power 
mixtures in stable form at lowest cost. cost, and reliable functioning of 


all parts. 
ARROW-HEAD INSOLUBLE FLINT GRIT— 
a superior grit made from pure flint for all 
classes of poultry. Hardest, sharpest, and most 
efficient grit on the market. Will not shatter or most effective for the profitable 
crumble like grits made from other types of production of all types of mixed 
adn feeds. Their many years of prac- 
tical experience will prove of 
valuable assistance to you. 


Get in touch with Robinson 
engineers when you want trust- 
worthy information on what is 


@ It will pay you to investigate these improved 
products before you order your next supply of calcium 
carbonate and poultry grit. Write now for information, 
samples, and prices! 


The CALCIUM CARBONATE CO, 


S. W. Sales Office Gen’l Sales..Office N. W. Sales Office 


e, Mo Omaha, Nebr. 
Box 409 636 Brandeis Theatre Bldg. 


Literature sent cheerfully 
on request. 


43 E. Ohio St. 74 PAINTER ST. 


MUNCY, PA. 
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WANTE 


Distributors and Agents in Every 
State to Handle Our Well-Known 


“Straight” and “Fortified” VI-TEST COD LIVER OILS. Tested in 


Our Own Biological Laboratory on both Rats and Chicks . . 


. Backed 


by 15 Years of Unfailing Dependability. 


“VIL-TEST 400” 
isa Fortified Cod Liver Oil 
Guaranteed to contain a 


@UNNING & GUNNING 
units of Vitamin A and 400 


Vitamin D per gram. 


A.O.A.C. (chick) units of 601 West 26th St. 


WE HAVE an interesting proposition for Distributors 

who are covering one or more states effectively. We 
wish to contact Feed Mixers and Feed Manufacturers who 
desire uniformly dependable Cod Liver Oils. 
are well known, their quality is of the finest, prices are 
right and our reliability is unquestioned. 


Our oils 


Act now, as territory is rapidly being assigned. 


New York, N. Y. 


EMPLOYMENT BUREAU 


A complimentary, confidential service— 
address your inquiries to The Feed Bag 


Wisconsin. 


U.S.P. Cod Liver Oil. 
purchase your concentrated cod 
prices delivered to your station. 


WHOLESALE ONLY. 


FARLEY FEED CO. 


Importers of Pure Norwegian Cod Liver Oil and Peat Moss 


During the past 12 months, we have sold approximately 90 per cent of the 
cod liver oil used in the territory that we serve in northern Illinois and southern 
We have also distributed a number of carload shipments of our 
Peerless brand Cod Liver Oil to large mixers throughout the state of Wisconsin. 


Peerless brand oil has been tested by the Department of Agriculture at 
Madison and has proved very satisfactory in actual feeding tests. 


For the mixers not using straight cod liver oil, we offer Vitand Concentrated 
There are no substitutes for Vitand, so before you 
liver oil, 


learn about Vitand and get our 


YOUR PATRONAGE IS APPRECIATED 


POSITIONS WANTED 
Manager of farmers elevator or feed store. 
Operated own business for 15 years. Has had 
good deal of resale work in rural districts. 
Age 46, married, six children. Refer to No. 
1071-A. 


Manager or salesman of flour, feed or general 
merchandise store, 15 years’ experience in selling 
feeds and managing branch stores. Age 36, 
married, 6 children. Can furnish good refer- 
ences. Refer to No. 1072-A. 


Manager of feed store. Employed at present 
but seek change in location. Able to produce 
results and get a lot of work done in a short 
+ gee 25, married, 2 children. Refer to No. 
1073-A. 


Flour or feed salesman. 20 years’ experience 
Prefers to locate in middle western or north- 
western states. Can furnish good references. 
Age 44, married, no children. Refer to No. 771. 


Manager or salesman for flour, feed or general 
merchandise store. 12 years’ experience. Willing 
to work for salary and commission. Age, 30, 
married, six children. Can furnish good refer- 
ences. Refer to No. 971. 


POSITIONS AVAILABLE 
Salesmen. Attractive proposition for experi- 
enced yeast salesmen, full or part time. Good 
territories open. Refer to No. 771-A. 


Salesman. Experienced fertilizer salesman 
wanted to head department. One familiar with 
Wisconsin trade preferred. Refer to No. 872-A. 


Salesmen. To cover Minnesota, South Dakota, 
Iowa, Nebraska, Northern Missouri, Arkansas, 
Louisiana and Texas. Product sold on commis- 
sion basis but liberal weekly advance will be 
made to the men that can go out and get the 
job done. Refer to No. 871-A. 


Pecos Valley Alfalfa Mill 
Hagerman, N.M. 


TRY OUR 


PECOS SPECIAL 
IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


OPPORTUNITY’S 


KNOCKING! 


There’s a real oppor- 
tunity for feed dealers 
handling the Larro line 
of quality feeds for 
cows, calves, poultry, 
hogs and dogs. Larro’s 
year round program of 
sales and advertising 
helps gets more busi- 
ness, increases your 
profits. Write today for 


complete information 
about the Larro Fran- 
chise. 


e4ge 


Why Delay? 


INVESTIGATE Today 
THE ADVANTAGES OF 


VITAMELK IN YOUR 
FEEDS! 


VITAMELK, the orig- 
inal all-vitamin con- 
centrate, saves money 
for you—makes mon- 
ey for you! 


Send today for full 
details on the modern 
advance in feed mix- 
ing. Enthusiastically 
approved by hun- 
dreds upon hundreds 
of feed mixers. 


-DAWE'S VITAMELK CO. 
Division of Dawe's Products Co. 
Dept. FB-10 
4800 So. Richmond St. 
Chicago, Ill. 
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Salesman. Wanted, salesmen to sell chicken 2 
mite killer as a side line. Liberal commissions 
and exclusive territories open. Refer to No. 
971A. 


Barley Shippers 


Salesman of feed mill equipment to repre- 
sent established firm with complete line in 
Eastern Indiana and Western Ohio. Applicant 
need not handle line exclusively but should be 
well acquainted with operation of equipment 
and should be engineer enough to be able to 
suggest possible installations. Refer to No. 971A. 


e CHARLES COHEN, 59, president of 
the New York Feed & Grain Co., Hart- 
ford, Conn., died at his home, September 
16 after an illness of two weeks. 

e NEW ENGLAND GRAIN CO., Port- 
land, Mass., lost a storage shed September 
29 when fire starting in a boat house 
destroyed several adjoining buildings. 

e WILLIAM VAIL, former partner in 
the Vail Lumber & Feed Co., Broadalbin, 
N. Y. died suddenly September 13. He 
was 86 years old. 


Says: 


@ Every crop brings new 
problems. 


@ Undersized and skinned 
barley is your problem 
this year. 


APPOINTED MANAGER 

Appointment of Lou Burlingame as 
manager of the seed department of Mc- 
Laughlin, Ward & Co., Jackson, Mich., 
was announced October 1 by A. L. Ward, 
president and general manager. Mr. 
Burlingame was connected with the S. W. 
Flower Co., Toledo, Ohio, for the past 
37 years. Ivan Franz, formerly manager 
of the McLaughlin, Ward & Co. branch 
elevator at Leslie, Mich., has been trans- MILWAUKEE 
ferred to Jackson and will serve as assist- MINNEAPOLIS CEDAR RAPIDS 


ant manager of the seed department. El 


@® Our many years of hand- 
ling and selling barley are 
at your disposal. 

@ Contact us. Ship us your 
next car. Our sales will 
please you. 


FRASER-SMITH CO. 


BARLEY SPECIALISTS 
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UNEQUALLED FOR RAISING CALVES 
“A, Also FLAKED for DRY feeding 
wy 

RYDE’S ORGANIC MINERALS 
The Best for Poultry and Livestock Nutrition— 


Contains Process Patented Cooked and Ground 
Egg Shells 


RYDE & COMPANY 


5425 WEST ROOSEVELT ROAD_ » » » > CHICAGO, ILL. 


“*They GO for it’’ 


All Farm Feeds Will Give Better Results 
IF YOU USE FISH MEAL... 


Supplies a combination of Pro- 

teins and Minerals seldom found in 43% 

Write, Wire, or ’Phone us for 

delivered price—any quantity. 


THE CHAS. M. STRUVEN COMPANY 


411 National Marine Bank Bldg. Baltimore, Maryland 
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You know 


the Success of 


SARDILENE 


The Fortified 
Sardine Oil With 


Guaranteed Vitamin Content 


High Potency Sardilene 400 brings 
to the feed manufacturer new 
values and a money saving oppor- 
tunity because it carries all the 
advantages of Sardilene and in 
addition is fortified by means of 
highly potent A and D concen- 
trates from natural sources. For- 
tifying this new product in this 
manner makes possible a guaran- 
teed minimum of 400 A. O. A. C. 
Chick Units of vitamin D and 
3000 U. S. P. units of vitamin A 
per gram. 


Fully Tested, 
It Guarantees the 
Vitamin Content of 
Your Feeds 


High Potency Sardilene 400 takes 
the guess out of your feeds. Cus- 
tomers will quickly recognize 
their assured ample vitamin con- 
tent and note the improvement 
they help to make in health, vig- 
or, hatchability, livability, egg 
quality, pigmentation, etc. 


USE LESS — SAVE 
MONEY 


High Potency Sardilene 400 is a 
pure palatable oil remarkably low 
in free fatty acid. Each batch is . 
chick tested before being released. 
Because of its guaranteed high 
potency only one-fourth as much 
as of ordinary oils is required 
effecting a real saving in time and 
money. 


For full information, write 


F. E. BOOTH CO., INC. 


Dept. 10, 
Farley Building Cleveland, Ohio 
110 Market St. San Francisco, Calif. 
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Order a Mixed Car of 


Golden Loaf Flour 


(The Flour with the Vim and Pep left in) 


Bran and Middlings 


TENNANT & HOYT CoO. 
LAKE CITY, MINN. 


When in the Market: 
For Poultry Wheat—Feed Oats—= | 
Wheaty Barley — Feed Barley = 
Corn— Feeding Screenings. 


Write or wire for quotations. 


IAWATHA GRAIN COMPANY 


MINNEAPOLIS, MINN. 


@| “All your needs in grain and feeds” |@ 


Sunset Feed & Grain Co., Inc. 


FEED JOBBERS e 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 
Distributors of: 
CLO-TRATE SOY-O-CIDE COXOL 
Cod Liver Oil For- The spray with the F 
tified in Vitamins Soybean Oil Base ” 
A and D (No kerosene) Coccidiosis 


WRITE US FOR FURTHER INFORMATION 


USED PRINTED 
BURLAP = 
COTTON UA 


BAGS 


Make big profits mixing 


INDIVIDUALITY 
ALL_ BAGS VACUUM CLEANED 


TWINE 


WE BUY FREDMAN BAG CO. 
SURPLUS BAGS MILWAUKEE, WIS. 


RAYMOND F. PEASBACK 


Raymond F. Peasback, Mountain 
Lakes, N. J., has been appointed director 
of sales and advertising for the agricul- 
tural division of National Oil Products 
Co., Harrison, N. J. His new duties will 
be carried on in addition to his present 
post as director of merchandising and ad- 
vertising of Vitex Laboratories, Inc., an- 
other Nopco subsidiary. He will be assist- 
ed by Edwin Funk who is associated with 
him in Vitex. 


CEREAL 


GRADING CO. 
MINNEAPOLIS 
Specialize in 
GOOD 
CORN and OATS 


For 


WISCONSIN TRADE 


Prices Right — Service Prompt 


BROWER RS WHIRLWIND” 


Easy Payment Plan 
Starts You NOW! 


your own brand of feeds 
from locally grown grains. 
Or . . prepare better 
feeds for your own use at 
low cost. Your “GIANT 
WHIRLWIND” will pay for 
itself quickly. Made in 500, 
1000 and 2000 Ib. sizes, 


above or below the floor == 
model. Each mixes 100 Ib. 
of feed and up. Don’t pass 
up this easy payment plan. 
Write today for details. 


BROWER MFG CO. 
Box 2784, Quincy, II. 
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@ ROY J. DUNHAM, operator of a feed 
mill at Wellsboro, Pa., since 1924, died 
recently at the Robert Packer hospital, 
Sayre, Pa. He is survived by his widow 
and one son, Frank, who is carrying on 
the business. 

e P. F. BUELKE, Waldo feed store, 
Waldo, Wis., recently purchased the ele- 
vator and feed warehouse formerly oper- 
ated by the Farmers cooperative there. 
This property has been closed down for 
some time and will be used to provide 
much needed storage space for the Waldo 
store. 


ae 


@ H. L. SCHULTZ, Schultz Bros. Co., 
Sheboygan, Wis., is spending his annual 
vacation with his family at Spider Lake, 
Wis. 


MRS. TEWELES DIES 

Mrs. Eva Patek Teweles, wife of Max 
Teweles, president of the L. Teweles Seed 
Co., Milw@ukee, died September 16 at the 
Columbia hospital. Mr. Teweles who is 
well known throughout the feed and seed 
industry is extended the sympathy of the 
entire trade. 


BRATWURST PARTY 

Harry Stratton, Stratton Grain Co., 
Milwaukee, Wis., was host to members 
of the Milwaukee Grain & Stock Ex- 
change at a Bratwurst roast held at his 
home in River Hills, September 21. More 
than 150 friends and business associates 
attended and were treated to food and 
refreshments. 


Grain Futures 
Exclusively 


Trade Through 
G. W. WINSTON CO. 


Grain and Stock Exchange 
MILWAUKEE,’, WIS. 


BRANCH OFFICE 
Madison, Wisconsin 


“CAPITAL FLOUR MILLS, Inc. 


QUALITY FLOURS...QUALITY FEEDS 


Let Us Include 


Minnesota Girl Flour 
OR 


Goodbread Flour 


In Your Next Car of 


QUEEN WHEAT FEED—-CHEROKEE PURE BRAN 
CHEROKEE MIDDLINGS—MIDDOG MIDDLINGS 


WIRE US FOR PRICES 
Offices: Corn Exchange Bldg., Minneapolis, Minn. Mills: St. Paul, Minn. 


Order from 


HEADQUARTERS 
...it's SAFE! 


Waterloo Mills Company 
@ Wholesale Flour and Feed 


Waterloo, lowa 


CARLOADS . . TRUCKLOADS 
L. D. Phones 27 and 28 
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CHOICE FEED GRADE 
DRIED SKIM MILK 


All poultry rations should include liberal quantities of 
Dairylea Dried Skim Milk. Also good in rations for calves 


and swine. Carried by principal feed merchants through- 
out Northeastern territory. 


MANUFACTURED AND 
DISTRIBUTED BY 


DAIRYMEN'S LEAGUE ncaa OP. ASSN. INC. 
11 WEST 42nd STREET NEW YORK, N. Y. 


FOR FEED MIXING 


CARS - BARRELS - DRUMS” 
QUALITY AND SERVICE UNEXCELLED 


NATIONAL MOLASSES CO. 
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CLASSIFIED 


Low 
35c per linc; minimum, four lines 


Service department for our readers. 
Rates: 
including heading. Figure approximately 
seven average words per line. 


FOR SALE OR RENT 
Feel mill and elevator in Wisconsin located in 
good farming territory. Write GV-101, c/o THE 
FEED BAG, Milwaukee, Wis. 


FEED MIXER FOR SALE 
One ton capacity—-flour level feed—-has motor 
latest style _machine——used short time. Write 
CD-116, c/o THE FEED BAG, Milwaukee, Wis. 


CORN CRACKER & GRADER FOR SALE 

Cutter -grader—-polisher—aspirator. one ton 
per hr. A-1 condition, guarantee. Write CM-116, 
c/o THE FEED BAG, Milwaukee, Wis. 

HAMMER MILL FOR SALE 

Has 30 h.p. motor— used only short time. 
Like new. Bargain for cash. Write MM-116, c/o 
THE FEED BAG, Milwaukee, Wis. 


DISTRIBUTORS WANTED 
Distributors wanted to sell Sweet Lassy Cattle 
Fattener; made in three sizes, pea, nut and 
range. Write SCHREIBER MILLS, St. Joseph, 
Missouri.—102. 


FEED MILL FOR SALE 
Feed mill in eastern Ohio doing $50,000 busi- 
ness a year. Only mill in town. Large territory. 
Good building and equipment. Dwelling house 
included. Poor health reason for selling. Price 
reasonable. Write SFB-101, c/o THE FEED BAG, 
Milwaukee, Wis. 


YEAST FOR HOGS 

Add Universal Yeast to your Hog Feeds. Most 
millers neglect the hog food business and con- 
centrate on poultry mashes. Why not build up 
a profitable hog feed business in your community 
with a yeast concentrate for hogs? Write for 
information. RICE LABORATORIES, Dassel, 
Minn. 


HAMMER MILL FOR SALE 
Good Hammer Mill for sale. One No. 3 Rowell 
Mill with elevator. Like new. Will sell very 
cheap. Write EMIL KLUECKMAN, Merrill, 
Wis.—101. 


ELEVATOR FOR SALE 

Will sell 6-bin elevator, each bin having a 
capacity of 30 tons, 6 h.p. engine to operate 
elevator. All in good condition. Also 24-inch 
mill operated by 50 h.p. Fairbanks Morse Diesel 


engine. New 10-ton scale, barn, garage and 
office. Write CHARLES SEEFELDT, Sr., 
Alden, Il. 


WANTED TO TRADE 
Will trade 20-inch Munson electric feed mill 
for larger used mill. State what you have to 


offer. Write WILLIAMS BROS., Menomonie, 
Wis. 
HAMMER MILL FOR SALE 
One No. 4 Anglo-American Miracle Ace 


Super Hammer Mill, 75 h.p. direct connected 
motor, A-1 condition, sacrifice for cash. Write 
DK-46, c/o THE FEED BAG, Milwaukee, Wis. 


SALESMEN WANTED 

Sell to feed dealers (as a side line) the kind 
of chicken mite killer recommended in govern- 
ment bulletins. It also kills termites, preserves 
wood and is a permanent outside stain. Can 
be diluted with used crankcase or kerosene oil. 
Liberal commissions and exclusive territory. 
Market in every town. Write C-A WOOD PRE- 
SERVER CO., 6623 Delmar blvd., St. Louis, Mo. 


BUSINESS FOR SALE 

Flour, feed, grain and hay business. Estab- 
lished 1914. Electric power. Custom grinding, 
mixing and cracking. Complete line of poultry 
feeds with registered trade mark. Separate 
scratch grain and mash mixing unit. Warehouse 
on track. Grain storage, 5200 bu. Feed. 350 tons. 
Price ani terms’ reasonablee JEFFERSON 
FLOUR & FEED MILL, Jefferson, Wis.—101. 


BUSINESS FOR SALE 

Retail feeds, mashes, flour, grain, hay, coal, 
seed and gas. A good going business with good 
grinding equipment. New, 1-ton feed mixer, 
new fanning mill, good 20-ton truck scales, gas 
pump and everything that is needed for an up- 
to-date feed business. Located in a real dairy 
farming territory and in small town. Will sell 
or take in right kind of person in partnership. 
oo WF-101, c/o THE FEED BAG, Milwaukee, 

is. 
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EQUIPMENT FOR SALE 
Two 9x30 Double Noye Roller Mills. 
excellent oat crushers. Also one 7x24 Monarch 
Buckwheat Roll. Reasonable. Write H. N. 
VREDENBURG, Muncy, Pa.—102. 


Make 


e MOORE MILLING CO., Salem, Va., 
was badly damaged by fire September 6 
with a loss estimated at $120,000. D. E. 
Moore, president, announced that the mill 
will be rebuilt. Meantime, the Strickler 
flour mills, Harrisonburg, Va., have been 
leased to continue production. 


COTTONSEED MEAL 
LINSEED MEAL — KENT 
BABY BEEF SUPPLEMENT 

BARGE — RAIL — TRUCK 

Mississippi Valley Grain & Feed Co. 


Muscatine, Iowa 


D-R-U-M-S 


Are you in the market for molasses drums? We 
can supply good, clean, 55-Gallon Drums painted, 
ready to fill. Guaranteed no leakers. Complete with 
bungs and new gaskets. Local or carload. 

_ We also buy Cod Fish Oil and other Drums. All 
sizes. Write us for quotations. 


NORTHWESTERN BARREL CO. 


MILWAUKEE, WIS. 


DAKOTA MILLING CO. 


Mixed or Straight Cars 


MILL FEED FLOURS 
510 Hodgson Building 
MINNEAPOLIS MINNESOTA 


TRUCK OR CARLOADS 
MEAT SCRAPS 
LINSEED OIL MEAL 
DRIED MALT SPROUTS 
Maney Bros. Mill and Elevator Co. 
MINNEAPOLIS, MINN. 


Ground Oat Groats 


Low Fibre Content 


NORTH EAST FEED MILL CO. 
MINNEAPOLIS, MINN. 


WE EAT 40% MORE FEED 


From Universal Cardboard Feeders 


PS 


In a 3-week test, starting 1 day old 
chicks, those fed from Universal Cardboard Feed- 
ers ate more feed than chicks using metal 
feeders. They could not kick and waste feed or 
pollute it from droppings. They ate it! Poultry 
raisers buy new Universal Cardboard Feeders for 
each brood, buy feeds and supplies from dealers 
whose name is printed in advertising space on 
feeder. Write for PLAN that tells you how Uni- 
versal Feeders can help increase sales and — 
GENERAL CO., Inc.,Box A, Newton,Kans. 


HAY and MILL FEED 


Write for Prices 


Midland Hay & Feed Co. 


MINNEAPOLIS, MINN. 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since ’92) 
Merchants Exchange St. Louis, Mo. 
Board of Trade Bldg. Kansas City, Mo. 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us today if interested. 
Either Prompt or deferred Linseed Meal. 
Save Money. “Stand by Stan.” 


A. L. STANCHFIELD & CO. 
Wholesale Grain and Feed Merchants 
502 Corn Exchange Bldg. Minneapolis 


MILLFEED — CLEARS 
KANTAR FEED CO. 


Corn Exchange Building 


INVESTIGATE 
The New All Purpose 


Marion Mixer 


Dry Mix — Molasses Mix 
Mineral Mix 

Cod Liver Oil Mix. 

HANDY SACK BALER CO. 


MARION lOWA 


MINNEAPOLIS, MINN. 


400-D, 3000-A Sardilene & Fish Meal 

Soybean Oil Meal & All Corn Products 

Peebles Lacto “G’’ Dried Whey 

CCC’s Calcium Carbonate Products 

Denver’s Alfalfa Meal Products 

Cliffs Dow’s Poultry Charcoal 

Standard Brands Blackstrap Molasses 
Sole N. W. Sales Agent 


WAYNE FISH & COMPANY 


1420 Rand Tower Minneapolis, Minnesota 


SAVE with BIDDY-WAY-GREAT 


DISPLAY ov: STARTED CHICK BATTERY 


Exclusive ‘‘Natureized’’ 
heating—closest to natural 
heat. More feed and water space 
floor area. Costs less per chick than big @ 
inconvenient units. Rolls through ordi- Jae 
chicks within arms 

reach. The ne best Af today. 

THE MAKOMB L INE 

40 Madison Ave. Mae omb, Ill. 

World's Largest Manufacturer of Brooders 


OCCIDENT 
Aussell- Mille, Millin eenenas orrices 


la, Minneapolis, Minn. 
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OPEN WAREHOUSE 


The Paetow Co., Milwaukee, Wis., has 
established a warehouse at S. 41st street 
and Lincoln avenue for the convenience of 
outlying feed dealers and has added a line 
of specialties which will be regularly 
stocked. Dell Lewis, for many years en- 
gaged in the feed business, will be in 
charge of the warehouse. In addition to a 
complete line of feedingstuffs, Swift’s 
meat scraps, Clo-Trate cod liver oil, Mar- 
vita mineral feeds, Dawe’s Vitamelk, 
Pratts complete line of products and 
Snow Flake oyster shells will be reg- 
ularly stocked. Offices of the Paetow Co. 
are in the Grain & Stock Exchange build- 
ing, Milwaukee. 


SAVE?! 


time and money by sending your trucks 
to our wholesale feed warehouses. 


CORN DISTILLERS GRAIN 
LINSEED OIL MEAL 
SOY BEAN MEAL 
BUTTERMILK POWDER 
BREWERS GRAINS 
MALT SPROUTS 
and 103 other Feeds 


FEED SUPPLIES, INC. 


West Allis—1637 South 83rd St. 
No. Milwaukee—3328 W. Cameron Ave. 


roadway ( (_)ress 
ETTER RINTING 
435 N. SECOND STREET 
MILWAUKEE, WISCONSIN 
We Specialize in 
High Grade Color Printing 


Catalogs and Trade Publications 


Most PHOSPHORUS 
for the 

LEAST MONEY 

eee Caleium Free... 


That’s why some of the largest and best 
feed manufacturers in the U. S. use 
RUHWS PHOSPHATE 
regularly and in large quantities. 
And, despite propaganda against rock 
phosphate, use it successfully—without 
any trouble—because they use it right. 

Get the facts! 
@ Why Don’t You Save 
Money Too? 
Write us for prices and guarantees. 


RUHM & CHEMICAL CO. 


Mt. Pleasant, Tenn. 
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Don’t forget to say you saw the Ad in THE FEED BAG 


SHIP TO 


ROY I. 


Wise Choosing Goes With Success 
AMPBELL 


Grain Commission 
Merehant 


Milwaukee.Wis. 


CORN OATS WHEAT BARLEY 


MULLIN & DILLON COMPAN 


RELIABLE GRAIN MERCHANTS 
MINNEAPOLIS 


MILL MACHINERY 


Get our New Low Price on the 1937 
Model Feed Mixer with all latest im- 
provements. Write for details. 


1937 MODEL 


Everything for Mill and Elevator 


FEED MIXER 


THE DUPLEX MILL & MFG. CO. 


SPRINGFIELD, OHIO 


SEEDS--GRAINS 
FEEDS --SOY BEANS 
MALTING BARLEY 


We Buy, Sell, Mill and 
Deliver with ourown 
Equipment on One Profit. 


GREEN & COMPANY 


(Incorporated) 


EVANSVILLE WISCONSIN 
“Phone 55 Collect” Private Exchange 


DENVER 
ALFALFA 
MEAL 


Green 
Fresh 
Nutritious 


ALL GRADES and GRINDS 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLO. 


Merchants Exchange: 
ST. LOUIS 
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RIEBS VIEW 


Vol. 5, No. 10 


October, 1937 Milwaukee, Wis. 


EXPERT MARKETERS 


Ship to The Riebs Co., Milwaukee, for 


top prices and prompt, reliable service 


The ‘Kate “You'Pich is the 
Rete You Yay. 


When you enter Hotel Sherman 
you give the orders. Any day or 
night, whatever price room you 
wish, you may be sure will be 
assigned to you cheerfully —a 
sizeable, comfortable room and 
your own private bath. The en- 
tire staff has only one purpose 
... pleasing you!!! 


DOUBLE $4. 


DOUBLE $4.50 


DOUBLE $5. 


COLLEGE INN 


THE NEW SUMMER EDITION 
OF THE JUBILEE SHOW 


YOU CAN DRIVE YOUR CAR RIGHT INTO HOTEL 


SINGLE WITH BATH 
32nd. & BROADWAY 


| 
We Join You in Celebrating 


NaTIONAL FEED WEEK 
October 11 to 16 


It is just and fitting that the feed 
dealer’s service to agriculture should 
have greater recognition. We, there- 
fore, join in tribute to you during 
National Feed Week and wish you 
continued success and prosperity. 


WISCONSIN DISTRIBUTORS FOR 


STALEY’S CORN GLUTEN FEED 

STALEY’S SOY BEAN OIL MEAL 

NORGE PURE COD LIVER OIL 

BIG CHIEF MEAT SCRAPS 

PREMIER PEAT MOSS 
GRAIN—FEED & HAY 


DEUTSCH & SICKERT CO. 


741 N. Milwaukee St. 


Milwaukee, Wis. 
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EVERYTHING 


eee Worth Their Weight 
in Vitamins A and D 
qo LIVERS are rich in these important vitamins. 


Thus the fisherman performs an important service 
to the feed industry in making vitamins A and D 
available. 


This, of course, is only the first step. The livers must 
be removed, rendered, the oil tanked and tested before 
it can be used with any assurance. 


In the use of CLO-TRATE, the feed manufacturer 
obtains two additional benefits. A more potent product 
is supplied which can be used in feeds in small quantities 
and at lower cost. But more important than this, 
CLO-TRATE has been fortified in vitamins A and D 


to a carefully standardized, uniform vitamin potency. 


CLO-TRATE is guaranteed to contain not less than 
3,000 U. S. P. units of vitamin A and 400 A. O. A. C. 
chick units (equivalent to at least 400 U. S. P. units) 
of vitamin D per gram. And the potency of every batch 
of CLO-TRATE is carefully tested, before shipment, 
on both chicks and rats. 


Be sure that your feeds are uniformly fortified in 
vitamins A and D by using CLO-TRATE in all your 
feeds. 


HEALTH PRODUCTS 
CORPORATION 


@ Mfrs. of Cod Liver Oil Concentrate Products 


Newark, New Jersey St. Louis, Missouri 


YOUR FEEDS. 


HE quality of wheat governs the quality of 

flour. It takes the best wheat to make the 
best flour and King Midas is proud of its facilities 
for buying and storing the finest wheat available. 
We operate hundreds of country elevators, strat- 
egically scattered throughout the spring wheat 
belt, together with millions of bushels of grain 
storage capacity at Minneapolis and Hastings. As 
a result, we are always assured of a source of sup- 
ply from which to choose just the type of wheat 


necessary to maintain the constant, neverfailing 
quality of King Midas flour. 


“The Highest Priced Flour in 
America and Worth All It Costs’’ 


KING MIDAS FLOUR MILLS 


MINNEAPOLIS, MINNESOTA 
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